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FOR THE FUTURE 


The blueprints for providing increasing life insurance services for more 
and more American families are being drawn today. The architects are 
the life underwriters of the nation working individually and through the 


N. A. L. U. 


By membership in the N. A. L. U. more than 50,000 men and women 
are exchanging ideas to the end that the benefits of life insurance to the 
public are multiplied. They are fostering high principles of business 


and are creating a sincere spirit of cooperation for the good of all. 


This is as it should be. We commend the N. A. L. U. for it. 


venom omgoatag 








a 





THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION. Published weekly by the National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. 


52nd year, Extra Edition No. 38B, Friday, September 17, 1948. $5.00 per year (Canada $6.00); 25 cents per copy. Entered as second-class matter June 9, 1900, at Chicago, Ill., under Act of M. 
3, 1879. 


¢nd D 


— 








A. 
rch 











2nd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 17, 1948 








XUM 





What a hit! That homer wins the game for the Elm Street Giants— 


and makes Tommy the hero of the hour. 


Tommy’s “safe at home” in another sense, too. Another kind of 
hero — less spectacular, perhaps, but a man whose job is of heroic 
proportions — helped Tommy’s father assure him of three impor- 
tant legacies: his mother’s full time care during his formative years; 
the family home that Tommy and his mother love; and a chance for 


Tommy to go to college. 


Who is he? You know him as well as his millions of other friends 
know him. Why, sure. He’s the Prudential Representative. 


THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 


A MUTUAL LIFE INSURANCE COMPANY 








HOME OFFICE NEWARK, NEW JERSEY 
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The LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


More Than $3 Billion Insurance In Force 
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TO 57 EXEMPLARY PUBLIC SERVANTS... 


Coon eratulations! 


I am sure that our entire organization joins me in felici- 
tating the 57 Equitable members of the 1948 Million Dollar 
Round Table whose names appear below. 

I know all thes¢ men—as distinguished representatives of 
The Equitable Life Assurance Society of the United States. But 
I also know them as outstanding citizens—men who look on life 
insurance not as just a means of earning a livelihood, but as an 
opportunity to serve their community and their fellow men. 


Che. Ale 
























M. LEE ALBERTS 
Chicago, Ill. 
LAWRENCE E. ANDERSEN 
Los Angeles, Cal. 
RAYMOND B. ANTHONY 


Chicago, Ill. Chicago, Ill. Providence, R. I. Los Angeles, Cal. | 
MRS. MILDRED P. BEHR ISRAEL C. FELDMAN HAROLD E. KAYE, C.L.U. LEON GILBERT SIMON | 
Chicago, Ill. Philadelphia, Pa. Los Angeles, Cal. New York, N. Y. 


T. JAMES BROWNLEE 


| 
| 
St. Louis, Mo. Philadelphia, Pa. Boston, Mass. Pittsburgh, Pa. | 
LLOYD H. BUNTING CECIL FRANKEL FRANK H. KNIGHT HARRY STEINER, C.L.U. | 
New York, N. Y. _ Los Angeles, Cal. Providence, R. |. Chicago, Ill. 
GEORGE B. BYRNES, C.L.U. DAVID A. FREEDMAN STANLEY S. LEEDS RON STEVER, C.L.U. 
Los Angeles, Cal. New York, N. Y. Los Angeles, Cal. Los Angeles, Cal. | 
FRANK J. CHANDLER ROBERT S. GAY JOHN E. LEHMAN J. E. B. SWEENEY 
Milwaukee, Wis. Detroit, Mich. Chicago, Ill. Charleston, W. Va. | 
JOHN C. CLASPER PAUL J. GELPI, JR. ROBERT B. NATHAN CHARLES WASSER | | 
Chicago, III. New Orleans, La. Chicago, III. New York, N. Y. 
HARRY COHEN FRED S. GOLDSTANDT AMBROSE J. O’CALLAGHAN STANLEY H. WATSON, C.L.U. | | 
New York, N. Y. New York, N. Y. Chicago, III. Cleveland, Ohio 
CHARLES A. CUMMINS MAX J. GOODMAN EDWARD W. O’SHAUGHNESSY SIMON D. WEISSMAN, C.L.U. | 
Chicago, III. Indianapolis, Ind. Chicago, Ill. Boston, Mass. | 
WILLIAM D. DAVIDSON, C.L.U. ROY GREEN GERALD W. PAGE, C.L.U. JOHN C. WILLIAMS 
Chicago, Ill. Washington, D. C. Los Angeles, Cal. Jacksonville, Fla. | 
DANIEL E. DEAN, C.L.U. HARRY GREENSFELDER, JR., C.L.U. JOHN M. PFEIL HANS E. WIRSING l 
Philadelphia, Pa. St. Louis, Mo. Pittsburgh, Pa. New York, N. Y. I 


M. J. DONNELLY 
Pittsburgh, Pa. 











LEO F. DUAX, C.L.U. 
Milwaukee, Wis. 


/ WILLIAM M. DUFF, C.L.U. 
Pittsburgh, Pa. 


HERMAN C, EDWARDS 


SAMUEL W. FIELDS 


JAMES M. HAMILL 
San Francisco, Cal. 


HARRY T. WRIGHT, Chicago, Ill. 


CARL E. HARRIS 
Chicago, Ill. 


JOHN H. HOUSTON 
Portland, Ore. 


J. D. E. JONES, SR. 


WALLACE A. KELLEY 


THEODORE M. RIEHLE, C.L.U. 
New York, N. Y. 


President 


FRANK J. RUBENSTEIN 
Baltimore, Md. 


fAARTIN 1. SCOTT, C.L.U. 
Los Angeles, Cal. 


MARVIN SHERMAN, C.L.U. 


LISLE A. SPENCER, C.L.U. 


LAWRENCE N. WOODWARD 
Los Angeles, Cal. 








































THE EQUITABLE 
LIFE ASSURANCE 


* SOCIETY 


OF THE UNITED STATES 





393 Seventh Avenue, New York I, N. Y. 
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C.J. Zimmerman 
Surveys Goals 
lo Be Achieved 


Agency System Can't Rest 
on Laurels, L.LA.M.A. 
Leader Says 


surance under the agency system has 
made an enormously vital contribution 
b to economic, social, political and family 
life, the agency system cannot rest on 
its laurels. It must appreciate the weak- 
nesses that it will be charged with and 
must be prepared to answer such criti- 
cism to the satisfaction of the public. 
The institution has made great strides 
in answering those questions, 

This message was conveyed to those 
attending the general agents and man- 
agers luncheon 
Thursday by C 
Zimmerman, asso- 
ciate managing di- 
rector of L.I.A. 


questions which 
must be faced are 
whether the serv- 
ices of the agency 
system are worth 
its cost. “What 
about the economic 
waste of lapsed in- 





Cc. J. Zimmerman surance? Are all 
our agents quali- 


fied to serve the public? Are agents’ 
earnings and our compensation methods 
such as to attract into the business the 
high type of man demanded by the com- 
plexities and responsibilities of life in- 
surance sales and service? Do the agents 
serve the public as efficiently as we say 
they do? Are we willing and able to 
cover the market adequately both in 
breadth and depth? Are we satisfied that 
we are serving the lower income mar- 
ket as efficiently as we should? Are we 
offering a broad enough range of insur- 
ance coverages to meet public needs and 
demands? How about the field of disa- 
bility and accident and health insurance? 
Does the trend toward state-sponsored 
disability plans indicate that we have 
not adequately met the public needs and 
demands for this type of coverage? Can- 
not a sound case be made against the 
life insurance companies for having 
Withdrawn in great measure and then 
having refused to re-enter the vital dis- 
ability field?” 

Mr. Zimmerman observed that there 
are some 152,000 full-time life under- 
writers, divided almost equally between 
ordinary and combination companies; 
some 93,000 brokers and_ part-time 
agents; about 15,500 supervisors, unit 
and district managers, and almost 11,000 
agency heads of whom 7,000 are in 
the ordinary field and 3,900 in indus- 
trial. In agency offices there are 34,000, 
and home office employes number 100,- 
000. The total full-time personnel, both 
home office and field, therefore, ex- 
ceeds 300,000. All of these, may be con- 
sidered as part of the agency system, 
he said. 

Mr. Zimmerman said it is impossible 
to compare the agency’ system with 
some other system in trying to evaluate 
It, but it is possible to get a comparison 
between the cost of the agency system 
and the services which it renders. 
er a period -of ‘the past decade :it 
iS estimated: that approximately 17 cents 
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Although the development of life in-. 





CLIFFORD H. ORR 


National Life of Vermont, Philadelphia, President-Designate of 
National Association of Life Underwriters 








Memorial Service 
for Patterson, 
Barton and Lackey 


In an impressive memorial ceremony, 


in which the lights were dimmed, taps 
were played and those attending stood 
with bowed heads, N.A.L.U. paid final 
tribute to three of its greatest figures, 
George E, Lackey, Alexander E. Patter- 
son and Walter E. Barton, who died 
during the past year. An eloquent and 
moving eulogy to the leaders, whose 
deaths had had a profoundly saddening 
effect upon the St. Louis meeting and 
upon the whole industry, was delivered 


by Lester O. Schriver, Aetna Life, Pe- 
oria. Mr. Schriver interlarded his re- 
marks with appropriate quotations from 
the scripture and poetic passages. 

Mr. Schriver termed it appropriate 
that the tribute be held amid scenes 
which were familiar to them and in 
which they were conspicuous figures. 
The speaker made no attempt to chron- 
icle the number of offices which each 
held. He termed this unnecessary, say- 
ing that they were intrinsically great 
men and their essential greatness lay 
in their contributions to others and to 
the industry. He said they were brave, 
capable, independent men, Atlases on 
whose mighty shoulders rests the hope 
of a way of life. These men helped to 
establish a pattern which the association 
would do well to follow. 








out of every premium dollar is needed 
to meet total expenses. Since some 
home office expenses would be incurred 
even if there were no agency system, it 
is estimated that those expenses which 
can be charged directly to the agency 
system approximate 11 cents out of 
every premium dollar. 


Return for the Cost 


In citing the accomplishments of the 
agency system in return for the cost 
the speaker cited the fact that at the 
end of 1947 there was in force $191 
billion of life insurance. The U. S. with 
614% of the world’s population owns 
68% of the world’s life insurance. Sales 
in 1947 amounted to $21.6 billion. 

There are 76 million policyholders as 


benefits at the rate of over $3 billion per 
year and these benefits are being re- 
ceived by those who most need them. 

Whereas our citizens saved $11.8 bil- 
lion in all forms during 1947, over $6 
billion were paid in life insurance pre- 
miums. 

“Admittedly,” he observed, “the 
agency system has achieved a magnifi- 
cent record in these terms. However, 
these are but the surface indications of 
the accomplishments of the agency sys- 
tem. The real value of these accomplish- 
ments must be judged not in terms 
of statistics but rather in terms of the 
social, economic, and political contribu- 
tions which life insurance has made to 
the nation, to our way of life, to our 
standard of living, and’to the individual 


contrastedto a 145 million population,@insureds‘and their loved ones,” 


and these policyholders had accumulated 
reserves: of $47 billion by the end of 
1947. The insurers have been paying out 


Hésaid it takes $8,000 of’ capital to 
create one job. In:these terms, ‘the -re- 
(CONTINUED ON PAGE 36) 





Two-Day Convention Idea Hits Spot 


To Take Over as New Head of N.A.L.U. Strong Program Is 


Offered at Final 
General Session 


American College, 
M. D. R. T. Hours Are 
Featured Friday Morning 


The final general session of the N.A.- 
L.U. convention found the convention- 
cers, if not fresh as a daisy, at least far 
less fatigued than they would have been 
under the former system of stringing the 
general sessions out for three days. The 
presiding officer was John D. Moynahan, 
Metropolitan Life, Chicago program 
chairman and nominee for N.A.L.U. sec- 
retary, the man responsible streamlining 
the convention down to two general ses- 
sions. 

Because Julian Myrick, 2nd vice-presi- 
dent of Mutual Life and chairman of the 
American College, remained away from 
the convention because of the death of 
President Alexander E. Patterson of 
Mutual Life, Dr. S. S. Huebner, presi- 
dent of the college, presided at the 
American College hour, the final event 
of the session, and introduced the speak- 
er. He also gave some figures on C.L.U. 
examinations, which had been prepared 
by Mr. Myrick. 


Membership Awards Presented 


The invocation was by Rabbi Ferdi- 
nand M. Isserman of Temple Israel, St. 
Louis, Following this, Charles E. Clee- 


ton, Occidental Life, Los Angeles, 
N.A.L.U. membership chairman, pre- 
sented the Charles Jerome Edwards 


trophy, which went to the Palm Beach 
county association, and the Philadelphia 
award won by the Tennessee associa- 
tion. 

The Million Dollar Round Table hour 
had three speakers: Quan Lun Ching, 
Prudential, Honolulu, “Those Extra 
Policies”; Sadler Hayes, Penn Mutual, 
New York City, “Prestige,” and Frank 
L. McFarlane, Northwestern Mutual, 
Cleveland, “Work Programs.” Their 
talks are reported at length elsewhere in 
this issue. 

Palmer Hoyt, editor and publisher of 
the Denver “Post,’ was the featured 
speaker at the American College hour, 
final event of the second general conven- 
tion session. He spoke colorfully and 
to the point on the necessity for the 
United States to develop the strongest 
armament ever maintained by a dem- 
ocracy in peace time. 


Women and Managers Meet 


Speakers at the women agents’ ses- 
sion Thursday afternoon were Eunice 
C. Bush, Mutual Life, Baton Rouge, 
chairman; Elsie Matthews, Manhattan 
Life,; Montclair, N. J.; Hildreth E. 
Butterfield, Mutual Life, St. Louis, who 
welcomed the participants; Marie Krag, 
Equitable Society, St. Louis, who intro- 
duced the special guests; Mary Hos- 
tetter, Massachusetts Mutual, Indian- 
apolis; Norma Wasson, Phoenix Mu- 
tual, Kansas City, and ‘Mary C. Mc- 
Keon, Prudential, Arlington, N. J. The 
session was preceded by a luncheon. 

Speakers at the managers luncheon 
Thursday were Lewis W. S. Chapman, 
director of company relations of L.I.A.- 
M.A., and Charles J. Zimmerman, asso- 
ciate managing director of L.I.A,M.A. 
- That :afternoon there’ were the ;mana- 

‘ (CONTINUED ON PAGE 16) 
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Tells How to 


Be Your 


Own Efficiency Expert 


After realizing that he was spending 
less than 10% of his business day in the 
preseuce of pros- 
pective customers 
Sadler Hayes, 
Penn Mutual, New 
York City, deter- 
mined to do some- 
thing about it, Mr. 
Hayes related at 
the Million Dollar 
Round Table hour 
of the convention. 

“Industry pays 
big money to the 
so-called efficiency 
experts,” he. said. 
“Wouldn’t it be 
wonderful if you 
and I could set aside a certain part of 
our income to pay some efficiency expert 
to find a person who has a need and 
who has the ability to pay—a prospect? 
Wouldn’t it be a wonderful way to elim- 
inate ‘dead wood’ from our prospect file? 
Wouldn’t it be a wonderful way to elim- 
inate these blind alleys that you and I 
so often travel with fruitless result? 
Wouldn’t it be wonderful to have the 
great pleasure of selling life insurance 
five hours a day and spend the other 
three on office detail?” 

Analyzing his business last year, Mr. 
Hayes found that it came from three 
major sources: Old clients, referred 
leads, and centers of influence. 

Discussing old policyholders, Mr. 
Hayes said this is a problem with which 
all avho have been in the business for 
any length of time are faced. It is hard 
to keep in touch with clients but it is the 
agent’s responsibility to his clients to do 
so. He found that about 40% of his 
business last year came from this source 
so even if one eliminates the service as- 
pect and does it only for selfish reasons, 
it is good business, Each year he sends 
out 500 attractive desk calendars; each 
month, he sends out 500 mailing pieces 
which his company supplies and each 
year he sends out a birthday card to 
every client. He said this may be old- 
fashioned but it still works. At least, 
it keeps his name and telephone number 
readily accessible to clients. 

Makes Biennial Reviews 

Every two years Mr. Hayes makes a 
diligent effort to review his old client’s 
estate with him and bring it up to date. 
This should be the agent’s most lucra- 
tive source of business if he has built 
prestige. 

Agents flounder a lot in getting re- 
ferred leads, Mr. Hayes has found. 
Years of experience taught him not to 
ask any and every body for referred 
leads, but rather a leading citizen, a suc- 
cessful business man, a man who has 
respect and influente in his community. 
When talking to such a man Mr. Hayes 
gets one name by saying, ‘Mr. Client, I 
want you to tell me about one person 
whom you know favorably and who 
needs the service my office has to offer.” 

Here he gets one name and one name 
only. It has to be a good name; it has 
to be one who respects the client’s judg- 
ment. He wants only one name be- 
cause, if he obtains several names from 
each client, he certainly could not call 
on all these people. So he tries to elim- 
inate, and get only favorable leads. He 
endeavors to make certain that he calls 
on this favorable lead within a few days 
after obtaining his name. If he places 
him in his file, he loses his glamour. 


Reports Back to Source 


Immediately after his interview, Mr. 
Hayes reports back to his source, ex- 
presses his thanks and tells him the re- 
sult of the interview. 

“Isn’t it true that if this interview was 
successful, it acts as an inspiration to 
the source?” asked Mr. Hayes. “The 
source right away thinks, ‘Gosh, I di- 
rected Hayes to a customer; I also 
helped my friend with his financial prob- 
lems. Shouldn’t I direct him to an- 





Sadler Hayes 


other man?’ Then we have a center of 
influence. The chances are his interest 
in us is spontaneous and will last for 
years to come. 

“It has been my observation over the 
years that the underwriter who uses 
wedding announcements, newspaper 
clippings, job changes, telephone book 
lists, club lists, without qualifying every 
person he is to cal] on through some fa- 


vorable source, is doing it the hard way. 


He is not building prestige for the in- 
dustry or for himself, but on the other 
hand, if he gets a name from one of 
these sources and gets a third party to 
qualify such a name and gets a prestige 
introduction, he goes to see this man 
under favorable conditions. I call these 
cold calls the ‘abused system of pros- 
pecting’ because every other agent is 
using it.” 


BUILDS ON SERVICE 


In endeavoring to build a business 
Mr. Hayes has tried to place himself in 
the same position as a lawyer building 
a law practice, a hardware merchant 
building a business, a general insurance 
man building a business, that is, base 
his business on service and good-will. 

If he is going to build a lite insurance 
business, it is up to him to become an 
active part of the community, to be- 
come well known in the community and 
to contribute time and effort to this 
community. 

In New York City Mr. Hayes is ac- 
tively engaged in many phases of work 
at his church and he expressed the per- 
sonal feeling that the only solution to 
the many world problems today is 
through the church. The church has 
a couple of organizations, one of which 
does a Gilbert and Sullivan operetta 
each year. Last year it raised over $10,- 
000 for a hospital. 

“So often we hear people say, one of 
the great troubles with living in New 
York City is that you don’t know your 
next door neighbor,” he said. “I didn’t 
know my next door neighbor when I 
moved into our building; now he is 
one of my closest friends. There are 36 
apartments in our building. My wife 
knows everybody because she _ solicits 
for the Red Cross every year, she han- 
dles a Seeing Eye charity and various 
other projects in which she is inter- 
ested.” 


Half from Centers of Influence 








As to centers of influence, Mr. Hayes 
said that in considering this source of 
his business he found that 50% of new 
business came from centers of influence. 
This business originated by people being 
interested in his success and being will- 
ing to do something about it of their 
own volition. In other words, they were 
not prompted on his part. Their inter- 
est was of a spontaneous nature. Their 
interest in Mr. Hayes’ office stems from 
two sources: they feel favorably towards 
him personally or, more important, they 
think that he has a service which will be 
of value to their neighbors, their busi- 
ness associates, or to their friends. 

Mr. Hayes operates on the two-inter- 
view system. The initial interview is 
strictly an information getting inter- 
view where he endeavors to get all infor- 
mation pertaining to the prospect, his 
family, his business, his financial set-up, 
his future plans. The whole system of 
operation is carried around the family 
needs phase of life insurance selling. 
This is the main track. He runs on 
this track but is constantly probing for 
business insurance situations, pension 
plans, group insurance, etc. If such a 
situation develops he simply goes off the 
main line for a brief period but always 
comes back to family needs. 

If, in the information getting inter- 
view, he has need for a lawyer's guid- 
ance, he immediately recommends that 
the prospect engage a lawyer. If he 





The executive committee of the American Society of C.L.U. at a shirt-sleeve working 


conference: Hawley Wilson, Massachusetts Mutual, Oklahoma City, 


secretary of the 


society; Carl Spero, independent, New York City. chairman of committee on forums: 
Karl K. Krogue, B.M.A., Spokane, treasurer; W. S. Leighton, New York Life, Minne. 
apolis, president; Martin I. Scott, Equitable Society, Los Angeles, vice-president and 
nominee for president; Fred Floyd, Philadelphia, executive secretary; Howard H. 
Cammack, John Hancock, Charleston, W. Va.. regional vice-president and director and 
nominee for treasurer; Walter A. Craig, State Mutual, Philadelphia, editor of the 





C.L.U. “J ournal.” 








does not know a lawyer, he does not 
hesitate to recommend one to him. In- 
variably Mr. Hayes has to consult his 
own attorney about certain aspects of 
the prospect’s estate. It is necessary 
for him to talk with a lawyer almost 
daily about certain phases of his busi- 
ness operation. 

“Some of us today are putting in a 
lot of study on taxes, etc., or giving 
certain legal advice, but I feel very defi- 
nitely that we are infringing on 
field. of law and that if we will use the 
lawyers, we will build further prestige 


. for ourselves and for our business,” Mr. 


Hayes said. 

As to programming Mr. Hayes said a 
lot of men are opposed to it but those 
who are opposed to it today are rela- 
tively few compared to 15 years ago. 
Lawyers who every day work on es- 
tates, who handle large properties, are 
turning more and more to the program- 
ming idea and their resistarice to it to- 
day is at a minimum because this instru- 
ment of life insurance is the base of 
almost every man’s estate. Why not 
use it to fullest advantage and efficiency? 


_he asked. 


the. 





USE OPTIONS 


“He can and should have other finan- 
cial instruments but as a base, no man 
can better the life insurance concept, so 
if that be true, why not use the settle- 
ment options in the policies?” Mr. 
Hayes continued. “Why not use the 
settlement options in the old policies 
over the greatest number of years you 
possibly can? Aren’t you increasing the 
value of that policy? Aren't you in- 
creasing the amount of income that this 
man’s widow and children will eventu- 
ally receive? Aren’t you eliminating the 
great danger of shrinkage and loss, and 
aren’t you minimizing income taxes? 
Some fellows raise the inflation buga- 
boo. Sure! But aren’t you mitigating 
this danger by spreading it over many 
years? 


Bought from Four Others 


“Let’s forget the reasons why our 
clients shouldn’t accept these ideas and 
just look at it from a selfish standpoint, 
if you please. If you do a programming 
job, I assure you that you will almost 
eliminate competition. A man buys a 
$10,000 life insurance policy and has it 
paid in cash to his wife. Another agent 
comes along and sells him another $10,- 
000 payable in cash to his wife. But if 
you have organized his life insurance 
program so that it is set up on-an in- 
come-producing basis, it is much more 
difficult for your competitor to make a 
sale when you have a client rather than 
a policyholder—and you probably would 
have sold the $20,000 in the first place. 

“Recently at a convention of my com- 
pany, our senior vice-president was talk- 
ing about general life insurance opera- 
tions and in his talk he said the most 








distressing thing to him about the life 
insurance business was this: Our com- 
pany would have a new application 
which showed under the insurance- 
owned section that we had issued life in- 
surance in 1931 and then there was a 
lapse of 15 years and we again issued in 
1947. But in the 15-year interim this in- 
sured had bought life insurance from 
four other companies. He asked the 
question: ‘Why is this? It is more dis- 
tressing to me and to you than it is to 
him, I am sure. Why should the agent 
of one company make a sale in 1931 and 
sell the same man again in 1947 while in 
the meantime the insured had bought 
$50,000 from four other companies? The 
programming of life insurance — the 
building of a clientele will minimize this 
danger. 

“It has been illustrated to me time 
and time again that in programming you 
sell anywhere from two to three times 
as much life insurance as you do when 
you are selling policies. It is just obvi- 
ous that the family needs are more 
visual. 

“You will mitigate the danger of 
lapsed policies. Your persistency is 
bound to’ be better. You will build a 
center of influence and a client, rather 
than just a policyholder. His respect for 
you as a business man is enhanced. He 
is therefore much more interested and 
willing to direct you to other people.” 


Three-Reservoir Concept 


Mr. Hayes said the programming job 
is a series of three reservoirs, as follows: 
The first reservoir of income carries a 
man’s family until the youngest child is 
18, the end of social security. The next 
reservoir carries the income to the in- 
sured’s wife until her 65th birthday and 
the last reservoir carries her for her life- 
time, with the residue going to the chil- 
dren. 

The level of the income of the lake or 
reservoir of the first period of time 1s 
of course the highest, but it is stable and 
pays the same amount of income regard- 
less of when the insured might die, un- 
til his youngest child is exactly 18. Nat- 
urally, the second reservoir is filling to 
increase the amount of income from the 
youngest child’s 18th birthday until the 
widow is 65 and it of course follows 
that the level of the third reservoir 1s 
increased as the insured lives. In_ this 
way by using old higher option policies, 
the agent can make .each policy do 4 
more effective job and if there are sub- 
stantial amounts of insurance involved 
the amount of monthly income may be 
increased by quite a few tax-free dol- 
lars. 


GIVES BREAKDOWN 


After the safe is made the policy 1s 
sued and paid for, the agent then goes 
to work on drafting these trust agree: 
ments. He also makes suggestions, ™ 

(CONTINUED ON PAGE 38) 
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Life Insurance 
Faces Challenge and 
Responsibility Today 


Dechert Takes Up Big 
Issues of Present Day in 
C.L.U. Conferment Address 


Robert Dechert, counsel of Penn 
Mutual Life, who gave the conferment 
address at the joint dinner of American 
College and American Society of C.L.U. 
Thursday evening, stressed both the 


challenge and the 
responsibility which 
‘face not only the 
new C.L.U’s but 


the life insurance 
business as a whole 
today. 


_He reviewed con- 
ditions at the time 
the American Col- 
lege was founded 21 
years ago and paid 
tribute to Edward 
A. Woods, Dr. S. 
S. Huebner, Ernest 
J. Clark and the 
other men who 
joined to establish it. He said it aban- 
dons entirely the usual idea of a col- 
lege. It has no teaching faculty, no 
“students” of its own in the ordinary 
sense of that word. It prescribes no 
hours of study. It allows the candi- 
dates for its award to set their own 
pace—to go as fast or as slow as their 
several capacities and personal circum- 
stances may allow. 


College Provides Inspiration 


Robert Dechert 


“Inspiration seems to me the quality 
which the American College has most 
clearly to offer,” he said, “inspiration 
based on the vision of the founders of 
the college and on the accomplishments 
which have brought the stature of the 
life underwriter to its present height; 
inspiration to the candidates from the 
sense of working toward an aim which 
is shared by other candidates from 
Maine, Florida, Texas and California. 
The candidate who slaves over his 
books at his own desk at home in the 
evening is conscious that he is but one 
of thousands across America who have 
determined to put forth a mighty éffort 
for themselves and for the advancement 
of their vocation.” 

The American College turned its 
back on “easy methods.” It has sug- 
gested the mines in which candidates 
may dig to acquire treasures of wis- 
dom. It has encouraged group study on 
individual initiative, in order that the 
candidate may have the advantage of 

(CONTINUED ON PAGE 48) 





Intensive Seminar Held on 
State Association Problems 


The state association officers dinner 
developed into an intensive seminar on 
building up membership, work with leg- 
islatures, life insurance education work 
among schools, and improving programs 
through the use of speakers’ bureaus. 
H. R. Hill, Life of Virginia, Richmond, 
chairman state association committee, 
presided. 

Charles E. Cleeton, Occidental Life, 
Los Angeles, national membership chair- 
man, was on hand to answer questions, 
most of which were sent in ahead of 
time in response to a questionnaire. He 
said that in no case does the national 
membership committee want to by-pass 
the state association presidents and 
membership chairmen and go direct to 
the local associations, but there are 
states where the state president and/or 
membership chairman are entirely unre- 
sponsive. : 

In setting up a state membership com- 
mittee, Mr. Cleeton recommended ap- 
pointing the chairman and two vice- 
chairmen for a two-year term and not 
misleading them as to how heavy the 
load is going to be. It’s no use appoint- 
ing someone who doesn’t know it’s a 
tough job and isn’t willing to do plenty 
of hard work, he said. Besides the two 
vice-chairmen there should be two oth- 
ers named for a year who would be 
willing to take over on a_ two-year 
basis at the end of the year. 

Mr. Cleeton favors giving each vice- 
chairman of the associatidn something 
to work on. He also warned against ap- 
pointing a vice-chairman who doesn’t 
have stenographic help in his office to 
get out the mail that is a big part of 
the job. Asked whether vice-chairmen 
should be picked so the committee would 
have representation from the industrial 
as well as the ordinary side, he strongly 
recommended doing so and roughly in 
proportion to the ratio of industrial to 
ordinary agents in the state. 


Get California License List 


The California association, Mr. Clee- 
ton said, some time ago got a list of 
all the life agents licensed in the state, 
about 23,000. This boiled down to 
about 12,000 after eliminating duplica- 
tion of companies. Addressograph 
plates were made for each agent, then 
divided according to territory and local 
association, and through further check- 
ing into members and non-members. 
This not only supplied a prospect list 
for members but enabled the state asso- 
ciation to send out a bulletin to all 
agents without having to have envelope 
addresses typed out. 

Considerable interest was shown at 
the meeting in having a traveling ex- 
hibit to set up, showing how association 
membership benefits the agent. F. F. 
McNamara, Old -Line Life, Waukesha, 
administrative vice-president of the Wis- 
consin association, exhibited stickers 
which the association has for sale and 
which state that the agent is a member 


of his local state and national associa- 
tion. Executive Vice-president J. E. 
Rutherford showed a sample of a pro- 
posed decalcomania with the N.A.L.U. 
symbol, which got an enthusiastic re- 
sponse. 


Meetings in Outlying Territories 


Officers of several associations testi- 
field to the value of having meetings at 
least once or twice a year in the out- 
lying territory to interest agents in 
joining. However, Roman Vetter, Con- 
tinental Assurance, Madison, president 
of the Wisconsin association, said it is 
better to invite the agents in from the 
smaller towns nearby, since they don’t 
mind driving in when they can be shown 
that they can have a better meeting this 
way. He said the Madison association 
now has 31 members from outside the 
city and 201 in the city. 

Oren D. Pritchard, Union Central, 
Indianapolis, stressed the value of hav- 
ing members from the smaller places 
when it comes to talking with legisla- 
tors, as many of the latter are from 
very small towns. In this connection 
Mr. Cleeton said the California asso- 
ciation had found it helpful in getting to 
know the legislators on a friendly basis 
to entertain them at dinner, one being 
given at San Francisco for those from 
the northern half of the state and one 
at Los Angeles for the southern half. 


State Speakers Bureau Plan 


Chester Wardwell, Connecticut Mu- 
tual, Peoria, told what the Illinois As- 
sociation is doing in working up a speak- 
ers bureau. Speakers will be listed by 
name, by topics and by occupation, Law- 
rence Jackson, Harrisburg, executive 
secretary of the Pennsylvania associa- 
tion, told what that organization is do- 
ing. He said he had recently visited 
20 local associations to help plan pro- 
grams for the coming season and would 
shortly visit nine more and that the 
speakers bureau is: proving invaluable 
in planning these programs. 

Discussing education, R. A. Patrick, 
Jr., Pan-American Life, Lakeland, Fla., 
described pending negotiations with the 
state department of education through 
which the Florida association hopes to 
have a course in life insurance put into 
the high school curricula. R. N. Lewis, 
Great National, Austin, Tex., said the 
local association there had a course in 
life insurance installed in the junior high 
schools and it has proved very popular 
with students and teachers. 





Hallett General Counsel 


In recognition of his fine work as 
N.A.L.U. attorney, the trustees Monday 
advanced James B. Hallett to general 
counsel, Although he has been with the 
association less than a year he has 
caught on rapidly; he has become well 
liked by the N.A.L.U. legislative leaders 
as well as respected for his ability. 











McFarlane Tells of 
Prestige Building 
in a Large City 


Civic Work Paid 
Off Even When It 
Took Half His Day 


Frank L. McFarlane, Northwestern 
Mutual Life, Cleveland, speaking on the 
Million Dollar Round Table Hour, said 
that after he gets new prospect names, 
he divides them into three categories, 
There is the referred prospect where 
he has permission to use the reference’s 
name; there is the individual in a com- 
pany where he has been doing business 
but does not have permission to use a 
reference’s name, so he uses the names 
of about five or ten men in that com- 
pany; and then there is the name of 
an individual on whom he can get no 
lead on whatsoever, so he has to make 
a cold canvass. 

Before he goes out to call on any one 
of these new prospects he always sends 
out an individually typed letter. The 
reason is that down _ through the 
years it has proven very, very effec- 
tive to get a good letter in there that 
has in it as much prestige-building abil- 
ity as possible. He also tries to convey 
in this letter that he works in a pro- 
fessional manner. When he goes to see 
these people, quite frequently they will 
say, “I received a letter from you a 
few days ago”; and every now and then 
they break down and compliment him 
on the letter. 

When he gets into this new prospect’s 
office, he has three standardized ap- 
proaches, depending on which of these 
three letters he sent. The approach leads 
into one presentation, which he submits 
to at least 80% of the people he calls on. 

“When I call on a single fellow who 
is young, I tell him very frankly that if 
he travels the same path that millions 
of us have traveled, one of these days 
he will have some real responsibilities,” 
he said. “If he is smart he will give 
consideration as to how he can work 
life insurance and annuities into his 
financial program now so that he can 
buy it on a much lower cost basis than 
will be the case when these responsi- 
bilities catch up with him. 

“To the married man I assume he 
already has some life insurance, and I 
say to him: ‘I would be very pleased 
to review the insurance you already have 
purchased and prepare for you a report 
which will enable you to determine 
whether the insurance you now own 1s 
more than you need, just the amount 
you need, or whether you are short. 

(CONTINUED ON PAGE 44) 








Recommended by Nominating Committee 


On Slate 





J. C. Benson J. D. Moynahan 


Vv. C. Gilbert H. R. Hill 


The slate reported by the nominating committee included Judd C. Benson, Union 
Central, Cincinnati, for: vice-president; John-D. Moynahan, Metropolitan Life, Berwyn, 
Ill., -for secretary; Verne C. -Gilbert,-Equitable of Iowa, Portland, Ore; H. R. Hill, 


J. R. Humphries W. Ray Moss 





Ray T. Wright Ss. D. Weissman 


Life of Virginia, Richmond; John R. Humphries, Provident Life & Accident, ox 


nooga; W. Ray Moss, Connecticut Mutual, Louisville; S. D. Weissman, 
Society, Boston, and Ray T. Wright, Provident Mutual, Lawrence, Kan., for trustees. 
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- GLEN S. BAKER 


Manager 


The Prudential Insurance 
Company of America 
e 


HOME OFFICE: NEWARE. N. J. ae 
ity 6, 5 
911 Walnut Street Kansas City 


J. R. FARNEY 


Director of Agencies, Western Division 


THE OHIO NATIONAL LIFE 
INSURANCE Co. 


Missouri—Kansag 


1111 BRYANT BUILDING 






























Continental Assurance Company 


1015 Dwight Building 
1004 Baltimore Avenue 
KANSAS CITY 6, MO. 








CLAUDE V. COCHRAN 


Branch Manager 
General American Life Ins. Co. 
® 


715 Commerce Bldg. 
KANSAS CITY, MO. 
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ALBERT DRAKE 
General Agent 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


206 Midland Bldg. 
Kansas City 6 Mo, 
VICTOR 9570 
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CHARLES A. ELLIOTT, C.L.U. 


Twenty-third Floor, Bryant Building 
KANSAS CITY 6, MISSOURI 


General Agent 
National Life Insurance Company 
MONTPELIER, VERMONT 


























from 


KANSAS CITY, Mo. 


And a hearty welcome to Missouri 
from the second largest city. 
Kansas City is famous for its park 
system, meat packing, and many 
other industries. 
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PHONE GRAND 1315 


J. D. SOPER, C.L.U. 
Branch Manager 
Sun Life Assurance Company 
of Canada 
1400 Fidelity Bank Bldg. 
911 Walnut Street 
KANSAS CITY, MISSOURI 





















PREWITT 8. TURNER 


"PLANNED ESTATES” 


Manager 


HOME LIFE INSURANCE co. 
NEW York 


181] Fidelity Building 


SAS CITY, yo. 
HARRISON 5775 











HARRY H. WELSH, JR. 
General Agent 


Lire INSURANCE ComPaANY 
or 8 


Suite 814, Commerce Trust Building 
922 Walnut Street 
KANSAS CITY, MO. 











SHALE H. GOODMAN, C.L.U. 


Manager 


The Guardian Life Insurance 
Company of America 
901-5 Sharp Building 


18 East 11th Street 
KANSAS City 6. MISSOURI 





PHONE VICTOR 4480 


W. VERNE WILKIN 


1010 Dwight Building 
KANSAS CITY, MO. 


Manager 
The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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1947-48 President of the 
National Association of Life 
Underwriters and-esteemed 
General Agent for Pacific 
Mutual Life Insurance 
Company at Houston, Texas. 
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Members of the National Association of Life 
Underwriters, on your great organization’s 59 years 
of steadfast service to the institution of Life 
Insurance ...and... Jul B. Baumann, on your 
able guidance of Association affairs throughout 


this latest year of its constructive activity and 


expanding achievement! 





Freifte Mutual 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 























Quan Lun Ching’s Message 





Tells Snowball Effect 
of Making “Extras’’ Stick 


The insurance companies, it is now 
predictable, will experience a wave of 
orders for ‘ex- 
tras,” as a result 
of the message - 
that was given at 
the Friday morn- 
ing session during 
the Million Dollar 
Round Table 
Hour by Quan 
Lun Ching, spe- 
cial agent of Pru- 
dential at Hono- 
lulu. He averred 
that the average 
agent cal increase 
his sales from 25 
to 50% by placing 
“extra” policies on those that have been 
sold for lesser amounts. The story of 
the success that he has attained in this 
direction, buttressed with an impressive 
list of examples, was the kind that is 
motivating and undoubtedly hundreds 
in the audience vowed to give it a 
whirl. So, home office underwriters, get 
set for the boom! 

“T first achieved a million a year pro- 
duction some five years ago. At that 
time I changed my view on the role of 
a life underwriter from a policy sales- 
man to that of a builder of financial 
security,” the speaker said. 

“Some people have the knack of sell- 
ing complete programs every time their 
clients buy some insurance. I haven’t 
been able to do that so I have resorted 
to the practice of sending for extra 
policies in order to complete their pro- 
gram of financial security. If I think a 
man should have $50,000 and he has 
decided to take $10,000, I am not going 
to stop and try to convince him’ that 
he should have $50,000. I will take his 
application for $10,000 but you can be 
sure that I will send for the extra 
$40,000. 


Widows Are Grateful 





Quan Lun Ching 


“Some agents have raised objections 
to this method of selling. They say I 
am overloading the poor client. If there 
has been overloading in some instances, 
this overselling has been greatly offset 
by the large number of people who have 
bought large amounts of insurance who 
under ordinary circumstances would not 
have bought the additional amounts. It 
has been offset by the many widows 
who are grateful because some agent 
had placed an extra policy or two on 
their husbands. 

“Some agents very seldom send for 
extra policies. These are either afraid 
they will hurt their client’s feelings or 
they are not aware what can be done 
with the extras. Some who order out 
the extras in many instances don’t know 
what to do with them. 

“By trying to help a client build a 
program of financial security through 
this method, I have been able to in- 
crease my production from six to seven 
hundred thousand a year to over a 
million. There are many of you today 
who are selling annually more than 
$600,000 but less than a million. If you 
program your client’s insurance and send 
tor those extra policies to fulfill their 
needs you can easily rise into the million 
dollar class. 

“When your client buys a policy, pays 
premium on the monthly basis and the 
premium happens to be an odd amount, 
send for an extra to make the premium 
an even amount. Let us suppose that 
he has just bought a policy with a 
monthly premium of $12.41 per month. 
Either send for an additional policy with 
a monthly premium of $2.59 or send for 
an optional policy with a monthly pre- 
mium of $15. 

“You men who are working with army 
and navy allotments have wonderful op- 
portunities to increase your productions 


through this medium of extra policies 
by way of even monthly premiums. Last 
year one of the men in my territory, 
who sold mostly to army and navy per- 
sonnel through monthly salary allot. 
ments, told me he increased his produc- 
tion for the year by over $150,000 by 
simply suggesting to his clients that the 
premiums be made to even amounts, 

“Likewise, when your client has an 
odd amount of insurance, send for an 
extra to make his total amount even, 
Let us say that you have just sold a 
man some insurance and_ his _ total 
amount now is $91,500. Send for the extra 
$8,500. He will pride himself for owning 
an even $100,000 and this pride will help 
you to place the extra $8,500. 

“Recently, I have been able to place 
a number of extras using this same prin- 
ciple but using the double indemnity 
feature as the reason for the extras. 1 
remember the case of a doctor who has 
$7,500 or double indemnity in my 
company. I sold him $26,570. At the time 
of signing the application he told me he 
wanted the accidental death feature and 
if I could not get it for him he would 
not accept the policy, and that in that 
case, I would have to return his deposit. 
My company will issue a total of $50,000 
on one life, so, realizing this man was 
determined to have the double indemnity 
feature, I sent for the balance of the 
$50,000 which is $15,530. Both policies 
were accepted. 

“Do you send for an extra when a 


man buys a policy from you and pays 


the annual premium in advance? Ii you 
are not doing it, you should try it. 
The results may amaze you. 


Has Ability to Pay 


“When a man pays an annual prem- 
ium in advance, it indicates he has the 
ability to pay. You should take advantage 
of this fact and send for the extra. All 
you need to do when you deliver the 
policy is to show him why he needs it. 
Since he has the ability to pay, it will be 
difficult for him to refuse acceptance of 
the policy. 

“If you will check your own records, 
the records of your company, as well as 
the records of other men in the field, 
you will find that most men buy insur- 
ance during their age change month. 
In other words, during the age change 
month, you have the best chance of 
selling’ him something. Realizing this, 
you should send out extras for those 
clients who bought during the age 
change month. 

“IT know of men who would lose $25 
or $50 in a golf game, or lose consid- 
erable amounts of money in a card game 
and think nothing of it. Yet these 
same individuals would rebel because 
they are charged extra for something 
today which they could have gotten at 
a cheaper price a few days or a short 
while ago. Taking advantage of this 
little bit of human behavior, I have been 
able to place a good number of extras 
on the strength of the fact that the price 
Was going up. 

“After working hard and finally clos- 
ing a case you might suddenly find that 
the applicant is likely to be rated be- 
cause of medical findings. You will 
probably sit tight and keep your fingers 
crossed hoping that the man will be all 
right. 

“To me, a situation like this calls 
for ay extra policy. The man will 
either be rated or he will be given in- 
surance at standard rates. In either event 
you have the best reason in the world 
for him to take the extra. 

“In my experience, I have found that 
when a man who expects to be rated is 
not rated, he believes he is getting in- 
surance at a bargain. Therefore it takes 
little effort to get him to take the addi- 
tional. If he is rated, I can put fear into 

(CONTINUED ON PAGE 42) 
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By RICHARD J. THAIN 


Perhaps never has the official voice 
of National Assn. of Life Underwriters 
been heard more positively in industry 
circles than during the past year, when 
it has been raised in strong official 
opposition to certain trade and profes- 
sional association group coverages. 
N. A. L. U. has provided the only or- 
ganized pressure within the industry 
for tightening up the section of the 
commissioners’ group definition to out- 
law certain types of mass coverage. 
Company organizations and representa- 
tives have presented no strong, common 
front. However, it is understood that 
the company organizations have sub- 
mitted recommendations for revision to 
the commissioners. 

vy. A. L. U. established its stand, the 
committee on mass: distribution, formed 
during the year, solidified the stand, and 
a brief has been presented to the Na- 
tional] Assn. of Insurance Commission- 
ers which sets forth the N. A. L..U. pro- 


RESTATE STAND AT ST. LOUIS, AWAIT N.A.I.C. MEET 


posals for modification of subdivision 
four of the group definition at the com- 
missioners’ meeting in December in New 
York. The next move is up to the 
commissioners, who have indicated that 
in ‘December they will take steps to 
tighten the definition. The companies 
have been lacerated on occasion by the 
commissioners for previous failures to 
consolidate their stand, yet their make- 
up is so divergent itis hard to envision 
solidarity. 

It is inevitable when an issue is hot, 
either by nature or by fanning, that in 
the presentation of issues there has been 
considerable misunderstanding. Some 
comment has been unofficial, garbled, 
uniiformed, and so emotional that it is 
hard to separate self-interest from facts. 


Walking a Tight Rope 


N. A. L. U. has had a difficult course 
to follow. On the one hand, there were 
some agents who were all too eager to 
construe the National association’s at- 
titude as being opposed to group insur- 


ance of any sort. This fringe has been 
all too ready to find any excuse for 
damning all mass coverage on the 
ground that they defeat individual sales. 
N. A. L. U. recognizes that most group 
coverages are highly desirable. On the 
other hand, the association did see a 
danger in groups being written without 
cohesive character providing huge sums 
for employers in direct competition with 
personal life insurance. Getting this 
position across has been a delicate job, 
but, through the mass coverages com- 
mittee, Jul B. Baumann, president; 
James E. Rutherford, executive vice- 
president, and Philip B. Hobbs, chair- 
man of the mass coverages committee, a 
clean-cut approach has been made. 

It is difficult to assay at this point 
the results of the N. A. L. U. effort, but 
Mr. Hobbs has indicated that he ex- 
pects the commissioners in their coming 
meeting to “tighten up subdivision four 
of the group definition in a manner that 
will be acceptable in the main to both 
the agents and the group writing com- 
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“who have little other insurance. 


panies.” He points out that there is 
a wide gap between such an agreement 
by the commissioners and actual enact- 
ment of such legislation in a state. The 
hopes for legislative correction are never 
great, because discrepancies can continue 
to exist in definitions adopted. He does 
feel that the intensive examination 
of the mass coverages picture, spear- 
headed by N. A. L. U., has demon- 
strated to the group. writing companies 
that some of their practices demand cor- 
rection. He holds that this realization 
will tend to confine group insurance 
practices within reasonable limits even 
though they are not limited by legisla- 
tion. 

It has been important to N. A. L. U. 
to make its position perféctly clear be- 
cause its directors have realized that no 
body of agents would be wise to oppose 
low cost group insurance on a liberal 
basis for millions of American workers 
Such 
a position would be too vulnerable to at- 
tack from advocates of government in- 
surance for the masses on the grounds 
that companies and their agents are op- 
posed to spreading benefits beyond the 
favored few who are reached by the life 
insurance agent. 


Forced To Be Realistic 


The N. A. L. U. has had to recognize 
that there is a great amount of group in- 
surance that has been written, will be 
written, and should be written. Nothing 
can be done to stop it without bringing 
unfavorable notoriety to producers. Still 
the agents shave felt that something 
can be done to stop group writing on a 
tenuous basis which might see every 
neighborhood block an insurable group 
and every man of means, and hence 
every good prospect, covered to the 
hilt with group life insurance. 

Probably the most outspoken of the 
N. A. U. hierarchy against group 
which is not confined to employer-em- 
ploye relationship, has been President 
Baumann, who launched a fuil campaign 
shortly after he took office. Addressing 
the American Life Convention in Octo- 
ber, 1947, Mr. Bauman declared, “We 
know that the cry will go up from many 
quarters that mass coverages are in the 
pubic interest, but the best interests 
of the insuring public has to do with 
the agent: himself. It is the agent who 
interprets his company and life insur- 
ance to the public and interprets the 
public to his company. It is the agent 
who tailors the superb plan developed 
by the home office to meet the needs 
of the individual policyowner. It is the 
aggregation of individual policyowners, 
not an amorphous mass which still, and 
fortunately, is the primary concern ot 
our system. Mass seling can never do 
the full job, but uncontrolled mass sell- 
ing can so distort the market for indi- 
vidual selling and service that the agency 
system necessary to do the full job will 
no longer exist.” 

Mr. Baumann maintained that any 
time the industry goes into mass pro- 
duction, it is admitting that individual 
sales and service by an agent are not 
important, which is the major contention 
of adversaries of the business. Life in- 
surance bought over the counter, by 
mail, or any other way but through an 
agent, cannot possibly serve the inter- 
est of the buyer to the maximum pos- 
sible extent. Life insurance must De 
cailored to fit the prospect’s interest and 
desire, and only an agent can do this 
job. 
Mr. Baumann termed it possible that 
types of mass coverage without the em- 
ployer-employe relationship, which has 
been put into effect recently, would not 
hamper the agent at the present time. 
But he envisioned a situation 10 years 
hence in which the new agent entering 
the business will find many of his pros- 
pects with social and group protection 

(CONTINUED ON PAGE 46) 
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Analysis of 100 Women 
Agents Proves Revealing 


Based on questionnaires sent to mem- 
hers of the Women’s Quarter Million 
Dollar Round Table, a survey entitled 
“One Hundred Successful Women Un- 
derwriters,” prepared by Helen Ann 
Pendergast, Mutual Life, Baton Rouge, 
was released at the Women’s Q.M.D. 
RT. session. It analyzes the character- 
istics and background as well as the 
types of business of successful women 
agents. ; 

“Fixed conclusions based on findings 
of a study of type are difficult and 
risky,” the report states. “However, it 
may be safe to assume that the study 
reveals sufficient evidence of certain 
characteristics of this group of success- 
jul underwriters to draw some general 
conclusions. They may prove to have 
some value in general application. 


Conclusions Are Listed 


“The study lists the following conclu- 
sions: 

1. Mature women between the ages 
of 35 to 55 dominate in the ranks of 
successful women agents, regardless of 
number of years in the business. A few 
younger women show ability, and many 
carry on successfully after age 55. 

2, Few women enter life insurance 
before 30 or after 50. Almost an equal 
number are attracted to the business 
between the ages of 30-35, 35-40, and 
40-45, with a sharp decrease after 45. 

3. Over half of today’s successful 
women agents have been in the business 
less than 10 years, yet produce sub- 
stantial amounts of business and enjoy 
sizable incomes if this group should 
prove to be a fair measure. 

4. Women tend to stay in the busi- 
ness 10, 20 and even 30 or more years, 
though no evidence is available in this 
study on those who leave the ranks. 


Tend to Stick with First Company 


5. A very high percentage of women 
remain with the same company with 
which they are first associated. 

6. Successful women in the business 
are almost equally divided into single, 
with divorced 
women making a sizable group. Mari- 
tal status seems to make no difference 
in success. ¢ 

7. A variety of occupational back- 
grounds is found among these women. 
Occupations which required influencing 
and guiding people, such as teaching, 
have given the largest number to ,the 
group. Knowledge of family and finan- 
cial problems and general business train- 
ing have no doubt helped many women 
to success. 

8. Education seems to pay dividends 
to women who have had some college 
or have graduated from college with 
degrees, not only in production and in- 
come, but in rapid progress toward 
those goals. 


SIZE OF CITIES 


9 Size of city carries not too much 
weight, since there are successful women 
in small and metropolitan areas alike, 
but the larger cities have produced a 
larger number of successful agents, 
ased on production: and income, than 
the smaller. However-about as many 
are in cities under 250,000 as above, and 
M proportion to populationthe record of 
this group is outstanding. 

10. More - women + with dependents 
have-entered the business than those 
without.‘ Considering the trend in age 
at entrance this is not surprising, since 
after 30 dependents have been acquired, 
and the single girl and others without 
dependents are naturally in the minority 
many group. 

11. More women are enjoying the 
freedom from responsibilities of others 
Now than indicated upon entrance into 
the business. 








XUM 





12. Most women maintain a home for 
self, or home for self and others, carry- 
ing responsibilities in some measure like 
any other home-ma!:er, together with a 
business career. 

13. Few avail themselves of the serv- 
ices of secretarial help adequate for the 
office work, paper-work, and: service at- 


tached to the business, the majority 
having no help or only part-time secre- 
tary. 

14. Most women agents give full time 
to production and do not choose or have 
not had the opportunity to move to 
administrative and supervisory responsi- 
bilities in life insurance. 

15. A high percentage are keeping 
abreast of the times, gaining knowledge 
of their profession, and following in- 
service training plans in the study of 
company courses, C. L. U., etc. 

16. Women are generally active in the 
civic affairs of their communities. They 


participate in professional and religious 
activities, and are only moderately en- 
gaged in social activities. With home and 
business demands this is understandable. 


Not Prolific Authors 


17. They are not very active as speak- 
ers on life insurance and related topics, 
and are not very prolific in writing and 
publishing, though there are a number 
of notable exceptions in both. 

18. Women do not work 52 weeks per 
year as a group, though there are a few 
exceptions. On the average they lose 12 

(CONTINUED ON PAGE 39) 
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Bruce E. Shepherd, manager Life Insurance Assn. of America, chatting with John D. 
Marsh, general agent Lincoln National Life, Washington, D. C., and chairman of the 
N.A.L.U. veterans affairs committee; E. L. G. Zalinski, managing director Life Under- 
writer Training Council, and Herbert J. Schwahn, Northwestern Mutual, president of 
Milwaukee association; Laurence S. Morrison, research consultant of L.I.A.M.A., and 


Sam E. Miles, vice-president of life insurance department of Provident Life & Acci. 
dent; Frank G. McNamara, Old Line Life, Waukesha, administrative vice-president 
bag asoeren association, and Newell C. Day, Equitable of Iowa, Davenport, candidate 
or trustee. 


——.. 








American College, M.D.R.T. Featured 


(CONTINUED FROM PAGE 5) 





gers’ meeting and the national sales 
seminar. The former was conducted by 
Bert A. Hedges, Business Men’s Assur- 
ance, Wichita, chairman of the general 
agents and managers committee. C. W. 
Campbell, Prudential, Newark; Osborne 
Bethea, Penn Mutual, New York City, 


and Dr. S. Rains Wallace, director of 
research of A.M., discussed co- 
operative research projects in agency 
management. R. Barney Shields, Great 
National, Dallas; O. Sam Cummings, 
Kansas City Life, Dallas, and Paul 
Speicher, president of R. & R. Service, 


discussed the Dallas and Indianapolis 
plans for round table series in agency 
management. 

A. R. Jaqua, Southern Methodist 
University, and Daniel P. Cahill, Pur- 
due, discussed campus training of 
agents, Walter R. Hoefflin, Pacific Mu- 
tual, Seattle; William E. North, New 
York Life, Chicago, and W. Thomas 
Craig, Aetna, Cincinnati, dealt with 
proposals for more effective -organiza- 
tion of agency management activities, 
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local and national. 

The national sales seminar had as 
speakers Edward Brown, Metropolitan 
Life, Berwyn, IIl.; Glenn Drake, Chi. 
cago sales psychologist; Lantz L. Mack- 
ey, Home Life, Detroit; Cora Dulaney, 
Great National, Dallas, and A. Jack 
Nussbaum, Massachusetts Mutual, Mil- 
waukee. 

Another event Thursday afternoon 
was the round table conference on 
chapter administration run by American 
Society of C.L.U. The American College 
and American Society dinner and 
C.L.U. conferment exercises were 
Thursday evening. William S. Leighton, 
New York Life, Minneapolis, American 
Society president, presided. Dr. S. §, 
Huebner, president of ‘the American 
College, presented the diplomas and 
Robert Dechert, counsel of Penn Mu- 
tual and of the American College, made 
the conferment address. 

Friday afternoon the national council 
will meet to vote on nominees. After 
that there will be a convention business 
session to ratify the council’s vote on 
officers and trustees, and act on the re- 
ports of the resolutions and by-laws 
committees, the latter dealing with the 
raising of National association dues 
from $3 to $4, which was unanimously 
approved Thursday by the national 
council. 


Parkinson Once St. Louisan 


Thomas I. Parkinson, president of 
Equitable Society, as a young lawyer 
went to St. Louis in the early 1910s to 
assist the late Fred W. Lehman, one- 
time * solicitor general of the United 
States, in drafting a new charter for the 
city of St. Louis. Josep): F. Holland, 
a former chief deputy superintendent of 
insurance of Missouri and later city 
coynsel for St. Louis, revealed that this 
bit of history in introducing Mr. Par- 
kinson as speaker at a chamber of com- 
merce luncheon Tuesday, remarking, 
“We're thinking about asking you to 
come out again to do the job over.” 








Ernie McClure, general agent for 
Continental Assurance at Kansas City 
and Bill Cline of Life Associates, Con- 
tinental outlet in Chicago, grew up 
together at Kansas City, but had not 
seen each other or heard of each other 
since until they met at a Continental 
meeting. 








George Elliot, manager Jefferson Stand- 
ard Life, Raleigh, N. C., chairman 
N.A.L.U. credentials committee; and 
Saussure D. Edmunds, manager Equitable 
Society, Birmingham, candidate for 
N.A.L.U. trustee. 
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War Warning, C.L.U. Data 


Given on College Hour 


The American College hour, final 
event of the second general convention 
session, had as its 
speaker Palmer 
Hoyt, editor and 
publisher of the 
Denver “Post,” 
who made a stir- 
ring talk on the 
necessity for devel- 
oping the strongest 
armanent_ ever 
maintained by a 
democracy in 
peacetime. He was 
introduced by Dr. 
s. S. Huebner of 
the University of 
Pennsylvania, honored and_ revered 
president of the American College, who 
gave some figures on C.L.U. examina- 
tions. 

Dr. Huebner gave the talk prepared 
by Julian S. Myrick of Mutual Life, 
chairman of the college, who was 
unable to attend because of the death 
of A. E. Patterson, president of his 
company. 

Mr. Hoyt denounced Stalin’s tactics, 
saying that not the least of the reasons 
why the United States must be mili- 
tarily strong is to prevent the Russians 
from doing some foolish and untoward 
thing. The Russians, he said are rearm- 
ing at an incredible rate, building many 
times more airplanes than we are and 
maintaining a vast army numbering 
high in the millions. 

“Therefore, it behooves us to be strong 
enough so that the Russians will not 
attempt any silly invasion nor attempt 
to use the strength they say they are 
accumulating for peace in any  ill- 
destined way,” he said. 


Denounces Henry Wallace 


Mr. Hoyt also denounced as danger- 
ous demagoguery Henry Wallace’s habit 
of calling anyone who disagrees with 
him a war-monger. 

“The greatest single force for peace 
today is a strong United States engaged 
in rearming against war,” Mr. Hoyt 
said. “An armed America with peaceful 
aims and good intentions toward all is 
the one stabilizing influence that can 
prevent war. On the other hand, an un- 
armed America, no matter how honest 
and constructive may be her principles, 
might prove to be too great a lure for 
a total state that has been rearming in- 
dustriously since V-E day.” 

At the same time it should be remem- 
bered, Mr. Hoyt said that no armament, 
no matter how great, can give us more 
than relative security and that absolute 
security can come only when this world 
decides to live under a world govern- 
ment of law. This, he said, is a long 
way off but it is something toward 
which we are working. The greatest 
obstacle, however, is that more than 
half of the two billion people who in- 





Dr. S. S. Huebner 


habit the globe are still in darkness | 


about most of the things that Ameri- 
cans know about quite casually. For 
example, the Russians are unaware of 
what atomic and bacteriological warfare 
teally means because they are kept in 


ignorance by their leaders. 
Pays Tribute to Insurance 


You are insurance men, and it must 
Sive you a feeling of pride to know that 
your business—insurance—is one of the 
Strong steel bands that hold the barrel 
of our social and economic order to- 
gether,” Mr. Hoyt said. 

Nsurance is one of our most im- 
portant enterprises and reflects our na- 
tional idea of taking care of our own. 
It represents savings and untold inde- 
pendence, and in the vastness and in the 
Ingenuity of its ramifications, reflects 
something particularly American. In all 
history, no other country has ever ap- 
Proached this staggering total, just as 


YIIM 





no other country has ever appreached 
the march toward the well-being of its 
citizens. 

“This tremendous insurance structure 
was built because our people understand 
and want proper security. It has al- 


ways been a problem with: us; it still 
continues to be, but today this problem 
has spread from that of the individual 
and the national to a world-wide base. 
What we are talking about today is that 
broadened security in which the national 
and international stake is one and the 
same.” 

Again referring to the basic impor- 
tance of insurance in a democracy, he 
said that, so far as individuals are con- 
cerned, and institutions, too, it has now 
become possible to get insurance against 
almost any and all contingencies — 
against rain and fire and flood, against 


libel suits and collisions, against the 
crippling hazards of life and the dis- 
ruptive economic and _ social conse- 
quences of death. “Certainly our nation 
cannot be behindhand in seeking insur- 
ance against the greatest of all calami- 
ties—the terrible calamity of war. 

“As I see it, that must be the basic 
purpose, the all-embracing aim which 
our foreign policy and our defense ef- 
forts most constantly strive to achieve. 
In the world we live in, we face perils 
of great magnitude. But for that very 
reason the insurance premiums we, as 

(CONTINUED ON PAGE 40) 



















When you attend the 
NALV Convention... 


DO PAY US 
A VISIT! 


The impressive new Home Office plant of the friendly 
Franklin Life is in Springfield, just two hours north of 


St. Louis. 


Should you come through our city we would be happy 
to take you on a conducted tour of our beautiful, effi- 
cient, air-conditioned new building. Frankly we are 


proud of it. 


Springfield is full of Lincoln shrines, too, which you 
would enjoy seeing. Here stands his home, and here he 


lies buried. 


To all of you—our latchstring is out! 





The Friendly 
FRANKLIN LI 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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Warns on Linking Key-Man 
Policy, Deferred Pay Plan 


In view of the possibility that Con- 
gress may make it unattractive tax- 
wise to fund a deferred compensation 
plan with life insurance, it is preferable 
and also less costly for a corporation 
to use life paid-up at 65 rather than an 
endowment at 65, said R. B. Thompson, 
director of sales development of Mutual 
Life, at the company’s regional confer- 
ence in Chicago, at which he conducted 
a forum on taxation. 

Legislation of this type came very 
close to being enacted at the last session 
of Congress, he said, and hence it is 
wiser to avoid this possibility by keep- 
ing the deferred compensation and the 
key man insurance in two water-tight 
compartments. 


There are two separate problems as 
regards any real key man, he said. First, 
there is the certainty of loss if the 
man should die. The solution to this is 
indemnity life insurance. The second 
problem is the possibility that the man 
will be hired away by a competitor. The 
solution for this is an employment con- 
tract that will nullify the temptation. 


Presumably this will include a pension 
arrangement. 

It is perfectly possible to accomplish 
these two solutions without getting the 
life insurance mixed up with the em- 
ployment contract in any way and there- 
by running the risk of a tax disadvan- 
tage in the event of adverse legislation, 
said Mr. Thompson. The reason for 
using life paid-up at 65 is that pre- 
sumably the man will retire at that age 
and it makes sense to stop paying pre- 
miums when the corporation starts his 
pension, which will probably be about 
the same as the premium on the policy. 
The policy is held and the firm receives 
the proceeds whenever the retired em- 
ploye dies. 

Mr. Thompson pointed out an ad- 
vantage to the corporation in that the 
pension, being a deductible expense, pro- 
vides more as pension than as premiums. 
For example, since most corporations 
pay a 38% income tax it is actually pay- 
ing only 62 cents out of each pension 
dollar outlay. Thus, a $5,000 pension 
would cost the corporation only $3,100, 
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@A great Mid-Western Institu- 
tion dedicated to unsurpassed 


service in everything pertain- 


to the business of Life 


Insurance. 


pride ourselves on the 


friendly personal feeling that 
exists between our Represent- 
atives, Policyowners and the 
Home Office. 


@ Our willingness to serve well, 


remains our greatest asset. 


* 


R. L. BURNS, President 


FRANK B. JACOBSHAGEN, Vice Pres.-Secretary 
J. H. STEWART, JR., Vice Pres.-Treasurer 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Wichita, Kansas 


“Policies that Protect’ 








or no more than a $3,100 key man liie 
insurance premium, 

Mr. Thompson said that: this’ method, 
using the life paid-up at 65 policy, costs 
the corporation less than using endow- 
ment at 65 under which the maturity 
values are placed under an income op- 
tion payable to the corporation, which 
then pays an equivalent amount to the 
retired executive. He said that the 
paid-up policy shows a greater interest 
gain for the corporation and that this 
is enhanced by the fact that there is no 
income tax on the proceeds nor on the 
amount by which the proceeds exceed 
the consideration. 

Mr. Thompson also emphasized the 
great vulnerability of all stockholders 
in close corporations to a much larger 
estate tax than they have any realiza- 
tion of. He mentioned a study of 50 
estates, one of which was that of Edsel 
Ford, in which the commissioner of in- 
ternal revenue assessed close corpora- 
tions at about twice the value placed on 
them by the executors and when these 


marital deduction, Mr. Thompson said 
there is a great opportunity for agents 
to be of service to owners of substantia] 
amounts of property by getting them to 
review their wills in order to be sure 
of getting the full marital deduction, 4 
change in will can often result in a syb- 
stantial decrease in the estate tax or else 
the tax can be held at its present level} 
and a substantial amount of estate added 
through life insurance. In one situation 
it was possible to add $34,000 of new 
sife insurance without increasing the 
estate tax because the full marital de- 
duction had not been utilized. He gave 
the formula: Twice as much life insur. 
ance can be sold without increasing the 
estate tax as the margin that exists be- 
tween permissible marital deduction and 
the marital deduction that would be ob- 
tained under the man’s present set-up. 
Thus, in the case where $34,000 of life 
insurance was added tax free, there had 
been a $17,000 margin between the for- 
mer marital deduction and the maximum 
possible marital deduction. 








Above: A C.LU, 
group gets its room 
assignments: Dr, 
Ross Trump, assist: 
ant dean of Ameri- 
can College; Dr. S, 
S. Huebner, presi- 
dent of college; Dr. 
David McCahan, 
dean; and E. 
Krueger, State Life, 
Indianapolis, who 
handles C.L.U. pub- 
licity at the N.AL.- 
U. conventions. 

Center: Charles 
Fredericks, execu: 
tive secretary St. 
Louis association; 
Robert DePau, man- 
ager Prudential at 
Miami; and Glen A. 
McTaggart, Pruden- 
tial, St. Louis. 

Bottom: W.L. 
Jackson, Northwest- 
ern Mutual, Belle- 
ville, Ill.; James El- 
ton Bragg, Guardian 
Life, New York; 
and R. A. Trubey, 
Guardian Life, 
Fargo, N. D. 





were taken to court the result was an 
average increase in the value of the 
shares of about 75% above that fixed by 
the executors. 

Pointing out that the foregoing were 
all cases where there was no binding 
buy and sell agreement, Mr. Thompson 
said that on the other hand every time 
where a case involving buy and sell 
agreement has been taken to court the 
value has always stood up. Life jnsur- 
ance is merely the tool for implementing 
the buy and sell agreement but once 
the need for the agreement is conceded 


there immediately arises the question, 


“What shall we use for money?” and 
the answer of course is life insurance. 


Discussing the 1948 tax law and the 


Hugh Bell Again Victor 


For the second time in three years, 
Hugh S. Bell, general agent at Se- 
attle for Equitable Life of Iowa, is the 


winner of the Manager’s Magazine 
award for the prize-winning article of 
the year. 


“Guiding Men To Success,” which 
appeared in the November-December, 
1947 issue, gave Mr. Bell first place. 

At the N.A.L.U. general agents and 
managers section meeting an inscribed 
travel clock was presented to him by 
Lewis W. S. Chapman, director of com- 
pany relations for L.I.A.M.A. 





Representing Farmers & Bankers Life 
was Frank B. Jacobshagen, vice-presi- 
dent. 
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Leading Life Offices of Chicago 
N. A. L. U. 59th Anniversary 


The offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National 
Association and for what it stands, and through this medium extend their cordial greetings 


to the 59th annual meeting in St. Louis 





ROCKWOOD S. EDWARDS 


General Agent 


AETNA LIFE INSURANCE COMPANY 


120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone Andover 1926 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED < 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 


39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS e CENTRAL 6-129 








W. A. ALEXANDER & COMPANY 


WADE FETZER, JR., C.L.U. JOHN H. SHERMAN 
HARRY G. WALTER, C.L.U. 


GENERAL AGENTS of 


THE PENN MUTUAL 
Life Insurance Company 


135 South La Salle Street Franklin 7300 


CHICAGO 





Reliance Life Insurance Company 
of Pittsburgh 
ILLINOIS DEPARTMENT 
111 W. Washington Street Telephone: Ran. 6588 


WILLIAM C. PECK, Manager 
MARVIN L. SCHOEN, Associate Mer. 


Territory: Northern Illinois, Northern Indiana, Eastern Iowa 











THE 
EWING AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


FOQUITABLE LIFE 
ASSURANCE SOCIETY 


OF THE U.S. 


Philip B. Hobbs 
Agency Manager 


Warren V. Woody 
Agency Manager 


Founded 1865 
WILLARD EWING 
General Agent 

e Robt. R. Reno, Jr. 


Phone Randolph 6088 Agency Manager 
1104 Harris Trust Bldg. 
CHICAGO, ILL. 


29 So. La Salle St. 
CHICAGO 








Marsu & McLeEnNAN 





THE CHICAGO AGENCY 


The Prudential Insurance Co. 
of America 


SID. KENT, Manager 


GEORGE L. SCHOMBURG Chicago New York 
San Francisco Detroit 
FRANK LOTITO Washington Pittsburg 
Assistant Managers Minneapolis Boston 
Buffalo Cleveland 
JAMES A. SHEVLIN Columbus Indianapolis 
Cashier Superior Duluth 
St. Paul St. Louis 
Lo: 
1246 Field Building pe aig Porttand 
: Vancouver Montreal 
Tel. CENtral 3930 Chicago 3 dean Papin 


* Home Office: Newark, N. J. 








+NCORPORATEO 


Insurance Brokers 
ACTUARIES AND 
AVERAGE ADJUSTERS 











THE JAMES H. BRENNAN AGENCY 
COMPLETE PORTFOLIO SERVICE TO BROKERS 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY OF PHILADELPHIA 


lll W. WASHINGTON STREET CHICAGO, ILL. 











EARL M. SCHWEMM AGENCY 


Chicago’s Outstanding Brokerage Center 


for Life Insurance 


The Great West Life Maes Co. 


135 SO. LA SALLE STREET 


CHICAGO 3, ILL. 
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WA thern California 
Manager Sou LIFE Jack Boone — Scott Russell 
ECTICUT GENERAL John Hardman — Albert Jason 
CO tGURANCE COMPANY George Myers — Assistant Managers 
I i 
ee THE PRUDENTIAL INSURANCE ||| Mé/ 
istan FS 
Fred W. Pierce, Ca ont il COMPANY OF AMERICA 
— Wi Williams, Group a Home Office: Newark, N. J. a1! 
B re) . fr. 
4 448 South Hill Street Los Angeles 13 
a°°? South Grand Ave~ a. 
HAROLD G. SAUL and 
EDWIN R. JOOS ™ 
General Agents for Southern California 
Carlos Schuster, Brokerage Mgr. 
of ] 


J lencock 
MUTUALJLIFE INSURANCE COMPANY 
” HU. 


Telephone: Trinity 3421 
510 W. 6th Street Los Angeles 14 











awead 


THE E. A. ELLIS AGENCY WALTER S. PAYNE 


























E. A. Ellis, General Agent Manager an 
~ - ee ne ne wei THE PRUDENTIAL INSURANCE | 
arles M. Ganster, Agency Supervisor COMPANY OF AMERICA 
ve Home Office: Newark, N. J. 
TROY ZIGLAR — BILL PEACOCK 
PACIFIC MUTUAL LIFE LAWRENCE SWEENEY — JIM SPRINGER 
INSURANCE COMPANY Assistant Managers 
523 W. 6th Street Los Angeles 14 210 W. 7th Street Los Angeles 14 
J. F. HACKMAN STERLING C. HOLSTON NORTHWESTERN MUTUAL LIFE 
General Agent AGENCY INSURANCE COMPANY 
Sterling C. Holston, General Agent 
* THE LINCOLN NATIONAL LIFE Thomas H. MacManus, Asst. General Agent sd 
copieanuaadeaetneenaees coal BANKERS LIFE INSURANCE 
"Personalized Brokerage Service" COMPANY OF NEBRASKA JOHN R. MAGE | 
Telephone Tr. 1127 Telephone Madison 6-4433 General Agent 
510 W. 6th St. Los Angeles 14 609 South Grand Ave., Los Angeles 14 609 South Grand Ave., Los Angeles 14 
WILMER M. HAMMOND THE A. E. KRAUS AGENCY CARL DEVRIES AND 
General Agent Arthur E. Kraus, C.L.U., Gen. Agt. ASSOCIATES 
John H. Cobb, Director of Training 
+ |. J. Silbert, John Furedy, Sales Mgrs. ¢ 
oc 
AETNA LIFE INSURANCE PACIFIC MUTUAL LIFE OCCIDENTAL LIFE OF 
INSURANCE COMPANY CALIFORNIA 
COMPANY Wilshire-LaBrea Bldg. 
10th floor, 810 South Spring Street (in the “Miracle Mile”) Tucker 2341 
Los Angeles 14 WEbster 3-9377 Los Angeles, Calif. 756 S. Spring St. Los Angeles 14 530 
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ROBERT L. ALTICK, C.L.U. 
General Agent 


Sa 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 





215 W. Fifth St. 


“Complete Brokerage Facilities” 


Los Angeles 13 





eee 





CHARLES L. J. FEE 
Genera] Agent 
Ed. Vv. Linsenbarg, Asst. Gen, Agt 


+ 
YOHN HANCOcK mut 
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of Life Underwriters at 






















HAYS & BRADSTREET 


General Agents 


» 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY OF 
BOSTON 


609 S. Grand Ave. Los Angeles 14 








Phinehas Prouty, Jr. Melzar C. Jones 


PROUTY AND JONES 


General Agents 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
At Los Angeles, California 


Greetings to N.A.L.U. at St. Louis and best wishes to 
Stratford Lee Morton Agency celebrating 100 years in 
- St. Louis with Connecticut Mutual 


WALTER J. STOESSEL 
General Agent 


Ralph L. Chambers, Asst. General Agent 
Southern California Agency 


NATIONAL LIFE INSURANCE 
COMPANY 


Home Office: Montpelier, Vermont 
Purely mutual — established 1850 


609 S. Grand Avenue Los Angeles 14 











MURRELL BROTHERS 


General Agents for 
California and Nevada 


5 


THE MUTUAL BENEFIT LIFE 
INS. CO. OF NEWARK, N. J. 


W. L. Murrell T. G. Murrell, C.L.U. 
510 W. 6th Street 548 Mills Tower 
Los Angeles 14 San Francisco 4 


THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
Kergie Moore — E. G. Kaenel 
Supervisors 


ca 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
523 West Sixth Street 
Los Angeles 14 


J. C. SCHAEFER, C.L.U. 
Agency Manager 


a 


GREAT-WEST LIFE ASSURANCE 
COMPANY 


639 South Spring St. Los Angeles 14 








CHARLES E. CLEETON 
AGENCY 


am 


OCCIDENTAL LIFE INSURANCE 
COMPANY 
Robert Ogden, Manager 


“Brokerage Department” 
530 West Sixth Street, Los Angeles 14 





N. J. NELSON 


Southern California Department 
+ 


RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 


York 1144 


6336 Wilshire Bivd. Los Angeles 36 














WM. H. SIEGMUND AGENCY 


Wm. H. Siegmund, General Agent 
E. G. Walls, Assistant General Agent 


+ 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


609 South Grand Ave., Los Angeles 14 . 
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e e cago; Karlsruher, Herbert P., N. Y. Life, Equitable Society, New York; 
f New York; Koors, Frank J., N. W. Mu- R., Great Southern, Houston; ees 
os er Oo | 10n tual, Minneapolis; Kraus, Louis P., N. Y. Ralph W., N. W. Mutual, Battle Cc 
Life, Baltimore; Lasker, Herman, Mutuai Harding, James G., N. W. Mutual, — ek; 
e Life, Eau Claire, Wiss Lawrence, Ralph land, Ore.; Harris, Carl K., Equitable 
T l G., Armed Forces Mutual, San Antonio. Society, Chicago; Beye, Rolla pe 
Oollar oun. aDdDle liven. McCann, John L, Jefferson Standard, New England Mutual,’ Los" angeili” 
Charlotte, N. C.; Mage, John R., N. W. Heifetz, Samuel, Mutual Life, Chica cago: 
. re ; : : Mutual, Los Angeles; Meese, Henry M., Hibbard, John D., Mutual Benefit, Grand 
Herewith is presented the full roster The principal subject for discussion Travelers, Davenport: Mellor, Rowland Rapids; ‘Holland, Robert coy ¥. Life, 
¢ y ; ick , H 4 Pas utua enefit, New ork; Mellor, ; war a 
of the Million Dollar Round Table, i ar Lege convention will be Sigourney, independent. Philadelphia, Toledo; Jacobson, Nathan §., ieltett® 
except the part the effect of the 1948 revenue act on Mura, Edward G., New England Mutual, Baltimore; Johnson, William E., Jr., Mu. 
published in last life insurance and estate taxation. This Kansas City; Nassberg. Jules, Conn. Gen- tual Benefit, Nee . *. 
“ ; ” fe 5 > By ° x 4 enn 
week’s issue of THE subject will be discussed by two na+ @ral, gw iaiaass} nee Miami; Lauer, Matthew J., Continental 
NatTIONAL UNDER- tionally prominent tax attorneys. Jack, Mass. Mutual, Milwaukee; Page, American, New York; Leitman, Rudolph, 
WRITER. In the Sept. 10 Nationa. UNper- Gerald W., Equitable Society, Los -An- N.Y. Lite, Detroit: Leiwant, Sidne ey E, 
The round table WRITER the names of the group classified oe Patrick, wistos Mnitizen. Lite ter Be Sohn Hancock, tenstein, Wal f 
was formed in 1927 as “life and qualifying-repeating” was & Cas,,’Los Angeles; Phillips, Harry, Jr., LOSkove, Isaac, State Mutual, Memphy 
by 35 million dollar printed. Herewith are listed those in Penn Mutual, New York; gimie, Genengee Miller Chase's) ow Mutual, 
Pea oderic Mass. Mutual, rovidence; ncoln Na. 
producers and has the other round table categories: Poling, Doyt C., Prudential, Louisville: tional, Tyner, Ind.; Moore, Charles, Cae 
grown so that it Life Members Polland, Milton R., Security Mutual, Mil- Mutual, Memphis, Tenn.; Mordecai, 
now numbers 639, Ana c. V Provident Mutual, Nash ai Purdy, Charles B. 3 Meine! Leonard, N. W. Mitaat, Boston, Murray 
: nderson, C. Vivian, Provident Mutual, ashville; urdy, ar es. r. nde- ” ntsv' 
an increase of 103 Y. pendent, Minneapolis: Reese, Joseph H., Tex.; wee hoe ay i. e reson 


Anderson, J. Leland, N. 


Cincinnati; 
Bachschmid, E. H., 


over the previous Life, Beverly Hills; 





Jefferson Standard, Washington; Barnett, 
record, set last Harold L., N. W. Mutual, New York; 
year, Bernstene, Milton M., N. Y. Life, Chicago; 

Citing the  tre- P. H. Dunnavan Binder, Herman A. nrayelers, Miami; 
‘ reher, Aloysius F., 2 - Mutual, St. 
mendous growth of Paul; Broughton, Philip F., independent, 


the round table, Chairman Paul H. Dun- 
navan, Canada Life, Minneapolis, gave 
the breakdown of its 1948 membership 
of 829 as follows: qualifying members, 
410; life members, 117; life and quali- 
fying members, 302. Five women are 
qualifying members this year. 


“One Man in 250” 

A member of the Million Dollar 
Round Table today is literally “one man 
in 250,” Mr. Dunnavan said in comment- 
ing on the comparative difficulty of at- 
taining membership. He pointed out 
that less than one-half of 1% of full 
time men agents and only .09 of 1% of 
women agents in the United States 
qualified for 1948 membership. His 
figures were based in part on estimates 
of the Institute of Life Insurance that 
there were 178,500 full time U. S. agents 
selling life insurance on Jan. 1, 1948. 


New York; Brown, Manning P., Franklin, 
Philadelphia; Brown, Robert A., Pacific 
Mutual, Los Angeles; Burns, William H., 
independent, Philadelphia; Callihan, 
Tressler W., Home of N. Y., Boston; 
Choate, Edward, New England Mutual, 
Los Angeles; Clark, Paul F., John Han- 
cock, Boston; Clarke, Dana C., inde- 
pendent, New York; Cleeton, Charles E., 
Occidental, Los Angeles; Cline, William 
T., John Hancock, Chicago; Colby, Ralph 
L., Franklin, Indianapolis; Cord, William 
O., Fidelity Mutual, Dayton, O.; Crandon, 
Lowell D., New England Mutual, Newark; 
Darby, R. U., Mass. Mutual, Baltimore; 
Davis, Harry I., Mass. Mutual, Atlanta; 
Dillon, Harold T., National of Vermont, 
Atlanta; Donnelly, M. J., Equitable 
Society, New Castie, Pa.; Duckett, A. C., 
N. W. Mutual, Los Angeles; Duff, William 
M., Equitable Society, Pittsburgh; Eu- 
bank, Gerald A., Prudential, New York. 
Farber, Harold D., Security Mutual, 
Buffalo; Feldman, H. G., Aetna, Pitts- 
burgh; Feldman, Israel C., Equitable 
Society, Philadelphia; Felkel, F. W., 
American National, Anderson, S. C.; Fen- 
zau, Erwin W., Mutual Benefit, Chicago; 
Fitch, Kenneth C., N. Y. Life, Wichita; 


Of the 829 members this year, he }oreman, S. Henry, Mutual Life, Chi- 
added, 796 are from the United States cago; Frank, Raymond W., State Mutual, 
and 33 from 2 U. S. territories and 5 Reais, tat noma Cecil, Equitable 
foreign pede to OT distri- §,, Bauitable Society, New Fork; Grimth, 
bution is as follows: United States Byron S., American National, Galveston; 

: ‘ : itz mw. Guy, J. Robert, N. W. Mutual, New York; 
(mainland), 796; Alaska, 1; Hawaii, 7; Hamill, James M., Equitable Society, San 


Francisco; Hamlin, Clay, Mutual Benefit, 


Philippine Islands, 1; Canada, 20; South 
N. W. 


Richard M., Mu- 


Africa, 1; Ceylon, India, 1; Venezuela, 2. Buffalo; Hefter, 
iT *. tual, Chicago; Hemmendinger, Max, Mu- 
___Paul F, Clark, now president of John {yaj’ Benefit,’ Newark; Henshaw, Ralph 
Hancock, was the first chairman of the H., independent, Philadelphia; Hern, 
John, Prudential Assurance, Johannes- 


Million Dollar Round Table. Many jo2% south Africa; Herschman, William 
of its past chairmen and round table > N.~w. Mutual,’ Baltimore; Herwitz, 
members are attending the N.A.L.U. Samuel S., Mutual Life, Cincinnati; Hes- 


convention this week, a regular feature Siig Meni wea, peeren, saphase: 
of which is the annual Million Dollar Waukee; Hoffman, Sis (Mrs.), Union’ Cen- 
Round Table Hour at the Friday ses- tral, Cincinnati; Holmes, J. Frank, N. W. 
sion, At the conclusion of the N.A.L.U, ga indianapolis: Hopkins, albert, 
convertion more than 400 M.D.R.T. Lawrence L., Fidelity Mutual, Boston: 


Johnson, Charles B., John Hancock, Bos- 
ton; Johnson, Newton H., Aetna, Toledo; 
Jones, J. D. E., Equitable Society, Provi- 
dence; Kahl, Samuel, Penn Mutual, Chi- 


memBers are expected to attend the 
group’s. own annual convention at 
French Lick Springs, Sept. 18-22. 


Penn Mutual, Philadeiphia; Riehle, Theo- 
dore M., Equitable Society, New York; 
Rogal, Hyman, Reliance, Pittsburgh; 
Rollinger, Frank G., independent, Sioux 
Falls, S, D.; Rosan, Samuel D., Con- 
tinental Assurance, New York; Rosen, 
Lester A., nion Central, Memphis; 
Rosenheim, Edward W., Penn Mutual, 
Chicago; Rude, Louis G., Mutual Benefit, 
Newark, 

Sanders, Robert, Business Men’s Assur- 
ance, San Diego; by of be Tyer, N. W. 
Mutual, Milwaukee; Sc umacher, George 

ass. Mutual, Cleveland; wab, 
Julian, Indianapolis Life, Indianapolis; 
Scott, Thomas M., Penn Mutual, Philadel- 
phia; Shafto, Wesley S., Mutual Life, 
Monroe, La.; Sheldon, Albert M., 
pendent, Minneapolis; Sherman, Marvin, 
Equitable Society, Los Angeles; Simon, 
Leon G., independent, New York; Smith: 
Caleb R.,, Mass. Mutual, Asheville, << 
Smith, Stuart F., 
delphia; Soforenko, Samuel, 
Providence; Stanley, Harry W., Equitable 
of Iowa, Wichita; Stockman, Henry C., 
New England Mutual, Newark; Sweeney, 
J. E. B., Equitable Society, Charleston, 
W. Va.; Sweet, Bruce, Berkshire, Buffalo; 
Talley,” Farish F., Acacia Mutual, At- 
lanta; Teachenor, Dix, Kansas City’ Life, 
Kansas City; Transue, Stanley F., Penn 
Mutual, Bethlehem, Pa.; Tuggle, Ciem C., 
Travelers, Atchison, Kan.; Watson, Wal- 
lace Mutual Benefit, New York; 
Weems, Sam R., Minnesota Mutual, Mc- 
Allen, Tex.; Weil, C. Ralph, N. W. Mu- 
tual, Cincinnati; Weissman, Simon D., 
Equitable Society, Boston; Whitaker, Al- 
fred D., Mass. Mutual, Providence; Whit- 
ney, Russell C., Conn. Mutual, Chicago; 
Wilson, J. Hawley, Mass. Mutual, Okla- 
homa City; Woodbury, Brown C., N. 
Life, San Francisco; Wuertenbaecher, i 
E., Penn Mutual, St. Louis. 


Life and Qualifying, First Time 


Abell, J. Miles, Southwestern, Houston; 
Abramowitz, J. Max, Reliance, Baltimore; 
Barg, Samuel M., New England Mutual, 
New York; Beck, Charles S., N. W. Mu- 
tual, Toledo; Bickel, Robert O., National 
of Vt., Cedar Rapids; Bosher, Ralph G., 
Jefferson Standard, Virginia Beach; 
Brand, Fred, Jr., Conn. Mutual, Pitts- 
burgh; Brownlee, T. James, Equitable 
Society, St. Louis; Coburn, Joseph J., 
Mass. Mutual, Detroit; Coe, Warren F., 
Penn Mutual, Oshkosh; Craig, J. Lowell, 
N. W. Mutual, Indianapolis; Decker, 
Arthur C., Jr., National Equity, Shreve- 
port; Finlayson, Duncan J., Standard Life 
Assurance, Toronto; Freedman, David A., 


Conn. General, 
N. Life, 


Philadelphia: Prussing, Carl D. H., Conn, 
General, Philadelphia: Pugno, Alfred, 
eet e, Fremont, Mich.; Rabina. 


1, 
Mutu 
Rappaport, Rugeat 
Pacific Mutual, Chicago: Raymond, Ches- 
ter G., National, Tacoma; Rickard, John 
K., Northwestern National, Hutchinson, 
Kan.; Robb, C. Rigdon, N. - Mutual, 
Chicago; Robbins, Clarence W.. Business 
Men’s Assurance, Salem, Ore.; Rosser, 
Mitchell M., Phoenix Mutual, Boston: 
Ruben, Alb ert G., Mutual Benefit, Los 
Angeles; Russo, Edward, N. W. Mutu: 
Baltimore; Scarborough, Wm. Franklin, 
New England Mutual, Ridley Park, Pa,; 
Seay, Charles E., Southwestern, Dallas: 


Seefurth, N. W. Mutual, Chicago: 
Spahn, Carl P, Equitable—Iowa, Chi- 
cago; Stein, Louis R., Home, Newark; 


Swenson, S. Roy, Provident Mutual, New 
York; Tobias, Clarence E., Jr., Provident 
Mutual, Norristown, Pa.; Tompkins, Deal 
H., N. an Ia Charlestown, W. Va; 
Turner, Selby New England Mutu 
New York; Tattle, M. Glenn, Lincoln Na- 
tional, Miami; Uebele, Loyd W., N 
Mutual, Chicago; Veatch, J. 
W. Mutual, Los Angeles; y, 
Bruce, Indianapolis, San Antonio; Wall, 
Robert G., Jr., Union Central, New York: 
Wasser, Charies, Equitable Society, New 
York; Weisman, Sidney, N. W. Mutual, 
Detroit; Welman, Clyde R., National, Vt, 
Memphis, Tenn.; Whitmoyer, Ralph E, 
Phoenix’ Mutual, Detroit; Woodland. 
Naaman __J., National Equity, Baton 
Rouge; Wright, Ray T., Provident Mu- 
tual, Lawrence, Kan. 


Qualifying Members, Repeating 
Abramowitz, S. Morris, Reliance, Balti- 


more; Adelman, David, Mutual Benefit, 
New ‘York; Anchell, Charles, N. Y. Life, 
New York; Andersen, Lawrence E, 


Equitable Society, Pasadena; Andrews, 
Clinton T., Phoenix Mutual, Hickory, N. 
Gs Andrews, Harry W., Provident Mu- 
tual, Tacoma; Bach, Karl, Penn Mutual, 
San Francisco; Balza, Lawrence E., N.Y. 
Life, Green Bay, Wis.: Barres, Oliver M, 
N. W. Mutual, Bethlehem, Pa.; Bauman, 
Walter > Occidental—Calif., Chicago; 
Bell, W. N., Manufacturers, Toronto; 
Benz, waiter R., Penn Mutual, Fort 
Wayne; Berry, David G., Gulf Life, 
Miami: Bethune, W. 








Greetings to ‘““The Field Underwriters” of The N. A. L. U. 


in attendance at the St. Louis Convention 


The Life Insurance General Agents and Managers 


Glen S. Baker................... 02 eee e cece ees Prudential Johnstone & Miller, Inc...................-.--- 
Robt. J. Barrett.................:.ceeeee eee ees Occidental RG OE EAE OE ONT Minnesota Mutual 
SD bn... 5 cw ie ane piece Gis eis desis ot vied American United DME ocho se woke od sdng 403 have ewes Bankers Life of Nebraska 
O. J. Chrissinger................. 6. cece cece ee State Mutual PIR oo eins ince lo Fs o dab ae aha ewnats sae Massachusetts Mutual 
ee a (55 a fa rec ipiae dG rhs /5 dine bie cP SE Monarch Life Be a RE og ois 6 5d gS onise 0 6d wisieis cers pravecane ores Continental Assurance 
PTE, onic ccs co cc scccsesesiseenseeys Penn Mutual Lite EG son cov cc case cs eerecstes caer Kansas City Life 
“Ue... Sra repr reariwereries fe General American ee ee rere i eee New England Mutual 
es ED a. Giine nig Gir 3s ein Sa Rms <b 8 Oe Business Men’s Assurance Osborn-Mercer Agency ...................-+- Lincoln National 
EAE Aen re Aetna ae ee ee eran me Bre Metropolitan 

SOS eens Sree Northwestern National ID 55 5 ck bop wes entietsrs pasiee eae Provident Mutual 
ST AA ee ES See eee Metropolitan OS Ee Oe errr Great West 
Rr eer oo Mutual Benefit Se MEIER So 9. sictacv's'Ae aide hs ucheuincla alesinsion cele Prudential 

Charles A. Elliott.........................0055 National Life of Vt. Se yo ER, Salis BS Pee canary eer Metropolitan 
A A er! so: Equitable of N. Y. Rey FINS 0 os ess duce doa a vies canes cos oem Phoenix Mutual 

J. R. “canara BE nc chy CUb vucesias Oeiba 4 syne Ohio National Doe 5056 a hs eens peeves teens awe Sun Life of Canada. 
Wis ee NONE 5. oo sole viene sete eaves dap eel Kansas City Life Frank i. @tephens. ..:..3..65 3208 0A. United Benefit 

Shale H. Goodman........................... Guardian Life eo PON a aia g Ge wce' 33:4 slp nee €5 aE Mutual Life of N. Y. 
iy “GP aR Nr Eee SSeS Se Fidelity Mutual ES foe nese = Home Life of N. Y. 
Marius Hansen .....................0.0e000es Prudential Se ee ret eT ere ie Prudential 
Ss ors etc Coste res te te coke been Northwestern Mutual BN EN oon 5 ose dea dee snc cccesows SOEUR Connecticut General 
Es ili I yo 20)5 Wik 4. 0 Wicjofe'd Eoleke «bois occ cleo Equitable of Iowa eI cS c0 co 5 Os Gd a oh os ace Siniele wee wy oe Pacific Mutual 

Fred L. Hildebrand........................... Bankers Life of Iowa eR OS See ee a earner: res John Hancock Mutual 
ee NN iiss 560s cece nae ee geenesy obese Washington National We OUND SO TIIIEE Foo Fo 5 doing oe coe nae Hge'e boas Union Centr 
TT” ae ee a New York Life memes Gr ees.6.. bi. ERAS Acccia Mutual 


Columbian National 








A., Jefferson Stan- , 


Ohio Na 
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Co ——— 


n; Harbert | dard. Charlotte; Bley, J. Russell, N. Y. York; Mattenson, A. W., Prudential, Chi- tional, San Angelo, Tex.; Oshin, Clarence, N. Y. Life, Boston; Robbins, Marvin R., 

rt, Life, St. Louis; Blue, Robert L., Travel- cago; Maxwell, Robert L., Southwestern, Home, New ork; Paine, Maurice T., Mutual Life, Rocky Mount, N. C.; Rob- 
, rs, ‘Miami; Bradshaw, Eldon G., N. Y. Dallas; Micou, Benjamin H., New Eng- Mass. Mutual, Chicago; Paulus, Nathan bins, Winston H., Equitable of Ia., Lafay- 
» Equitab Life San Diego; Brakefield, Shirley, land Mutual, Detroit; Miller, R. E., P., John Hancock, Lafayette, Ind.; Pen- ette, Ind.; Roberts, Harry M., Southwest- 
lla R, se Pioneer American, Houston; Bray, Fran- Acacia Mutual, Norfolk; Mingay, J. D., dell, W. Henry, Penn Mutual, Saginaw; ern, Dallas; Robinson, Duncan S., Canada 
S Ang jeg is G., New England Mutual, Houston; Prudential Assurance, ‘Toronto, Ont., Peters, Aubrey, N. Y. Life, Chicago; Life, New York; Robinson, J. Beverley, 
e, ss Brewster, Howard R., New England Mu- Canada; Mintz, Edward J., N. Y. Life, Peters, James H., Manufacturers, To- Canada Life, New York; Roby, Joe R., 
nefit, Grang | tual, Providence; Bromley, John E., Mass. Salinas, Calif.; Morris, Sam, Union Cen- ronto, Ont., Canada; Peters, Ray S., Jef- John Hancock, Mansfield, O.; Rubenstein, 
N. ¥ Line Mutual, Battle Creek; Brown, Kenneth tral, Springfield, Ill.; Morrison, Guy E., ferson Standard, Denver; Phillipson, Al- Frank J., Equitable Society, Baltimore; 
D ‘Aet &, g, Canada Life, Hamilton, Ont., Canada; s . Mutual, Indianapolis; Morse, bert, N..W. Mutual, West Orange, N. J.; Rutledge, Allan, Jr., Lincoln National, 
Relianw” Brown, Royall R., N. W. Mutual, Win- Franklin A., N. W. Mutual, South Bend; Pitfield, Verne K., Great West, Newark; ‘Washington; Sammons, Ed. E., South- 
+ JF. Me ston-Salem: Buckman, H. R., Old Line, Muller, Mark C., Phoenix Mutual, New Plante, George H., John Hancock, Cleve- western, Dallas; Scharff, Robert L, N, W. 
ae ae Milwaukee; Calley, Louis F., N. Y. Life, York; Murphy, Stanley N., Penn Mutual, land; Pleasants, Walter T., John Han- Mutual, St. Louis; Schuetter, H. Karl, 
Charleston W. Va.; Campbell, Frank J., Natchez; Myers, Edgar J., Southwestern, cock, Pekin, Ill.; Pool, Walter L., Lincoln N. W. Mutual, Appleton, Wis.; Schultz, 


n Mutua : : : 
C Conn. General, Philadelphia; Carr, Fort Worth. National, Norfolk; ortnoy, R. Joyce, Leroy R., N. W. Mutual, Norristown, Pa.; 
Continental Newton W., Jefferson Standard, Jackson, Nicholl, Graeme D., Manufacturers, independent, St. Louis; Prettyman, Leigh Severance, George S., Ohio Rationes, <a 

tein wie Mise cetelo,  f ai ae Aw Wattual, Fort, Colombo, Ceylon; Norman, Joseph ee <a eee. Relaicel ML. Union Central, 
stein, Wal-| ter; Castelo, Robert E., . Mutual, |, ‘Jefferson’ Standard, Long’ Beach; Rhoads, John R., Manufacturers, Phila- cago; Sitomer, “9 “4 


diana: -| Champaign, — Ill.; Chandler, Frank J., 6} h F. Penn Mutual, Los delphia; Rhodes, Robert P., Lincoln Na- New York; Smith, James H., Jr., Mass. 
A Meraphie Equitable Society, Milwaukee; Ching, Suaeene Olvort, Jack G.. Republic Na- tional, Baltimore; Richard, Howard J., (CONTINUED ON PAGE 28) 
W: Mutual’ | George C. K. (deceased), Lincoln Nation- 

sincoln Na. al, Honolulu; Churchill, Edward S., N. 


urles, Conn, | W. Mutual, Hartford; Crauer, Clarence 
Mordecai, BE. P. N. W. Mutual, Poughkeepsie; 
n; Murray | Crawford, S. Hume, Manufacturers, To- 
Huntsville ronto, Ont., Canada; Crowley, James B., ff a fi] a 


Je ‘] yutual Benefit, Chicago; Cummins, 
Nuell Be tharles A., Equitable Society, Chicago. 
2S.; Oxman, Dean, Daniel E., Equitable Society, 
York; Pal-{ ppiladelphia; Denman, W. R., American 
al, Miami; | yational, Texas City; Dinsmore, R. B., 
efit, Sacra- | provident Mutual, Princeton, N. J.; 
. ous Life, | podge, H. Washington, Mutual Life, San 





). H., Conn. | Francisco; Domenitz, Arnold, N. Y. Life, ; 
10, Alfred, |] yew York; Donovan, Francis B., N. W. : 
bina. | yutual, Peterborough, N. H.; Dore, Ed- 


nd Mutual, | ward J., Berkshire, Detroit; Dougherty, 
ate Mutual, | qugh K., N. Y. Life, Anchorage, Alaska; 
» Eugene, } puncanson, Earle Y., Conn. General, New 
10nd, Ches- f york; Earl, Charles H., Government Per- 
kard, John | sonnel Mut., Little Rock; Edwards, Her- 
{utchinson, J man C., Equitable Society, Chicago; 

Mutual, § gisen, Sol, Canada Life, Toronto, Ont., 
- Business J canada; Elder, Andrew J., London Life, 
e.; Rosser, Toronto, Ont., Canada; Emerson, Richard 
L, Phoenix Mutual, Boston; Engelsman, 
enefit, Los # Ralph G., Penn Mutual, New York; Ett- 
W. Mutual, § jinger, Maxwell F., N. W. Mutual, Day- 
__Franklin, f ton; Evans, Dick, Mass. Mutual, Los An- 
Park, Pa; J geles; Evely, Neville H., Prudential 
rn, Dallas; §# Assurance, Toronto, Ont., Canada. 


Chicago; Felsenthal, Edward, New England Mu- 
. Newark: tual, Memphis; Finberg, Z. Willard, Great 
utual New|) West, St. Paul; Fink, Louis J., Conn. Mu- 

» NWF tual, New York; Foster, Mark F., Secur- 


Provident F 7 . ~ 5 
ykins, Deal ee, * Trust, Greensboro; Francis, 


;» N._W. 3 F 1 ; 
my Matai] Freedenbere.” Louis, “igome, ‘New york; | CHESTER T. WARDWELL, C.L.U. PEORIA 
jincoln Na. ae ooh tee Hy, Me ae Gonere: RY AGENCY 
A oR ee General Agent ORDINA 
"ft Conn. Mutual, Dallas; Geller, Abram L., 






THE HEART OF 
ILLINOIS 








slo Wall] Face Mutual, “Houston: “Ginsberg, | THE CONNECTICUT MUTUAL LIFE INSURANCE | THE PRUDENTIAL INSURANCE COMPANY OF 

Ney ae Roy, Equitable Society, Washington: COMPANY—Hartford, Conn. AMERICA—HOME OFFICE NEWARK, N. J. 

y, Mutual | Gieemsfelder, Harry, Jr.’ Equitable, S0- Established 1846 

enok | les.) independent, Chicago. aot dane WILLARD A. GUERBER, MANAGER 

Woodland, Harris, W. Page, N. W. Mutual, High uire ~, x a 

‘y, Baton§ Point, N. C.; Heymann, Paul, N. ¥Y. Life, . : i Heart of Illinois 

Tdent Mu- Providence;’ Hickman, ‘C. V., N. W. Mu- The Central National Bank Bldg. Serving 83 counties from the f 
tual, ugene, re.; ill, Norman - ' 
N. W. Mutual, Seattle; Hilliard, Roney . ino; % H y M Phone 6-611! 

pating A, Reliance, Asheville; Hopwood, War- Peoria, Illinois 200-A Commercial Nat'l. Bank Bldg p 
ren J.. Jr.. Great West, Winnipeg, Man., 





nce, Balti-] Canada; Houston, John H., Equitable So- 
al Benefit,| ciety, Klamath Falls, Ore.; Howard, fl 


N. Y. Life, , i : 4 
rence Ed Mattes, Ae Seats, ewes | E.R. SMALL AND ASSOCIATES : 
sakorn, BA Leeneemoncies. John .,Eroviacnt 1. & General Agent JAMES M. CLARK 





| ,_ Chattanooga; 
ident Mu-} K'L, Jr., N. W. Mutual, Baltimore; Hurt, fo A 
in Moe Oscar, Jr., State Mutual, Memphis. r J 
e E., N.Y. “ te q 
Oliver M,, Ishii, Dean Y., Prudential, Kapaa, inol 4 
oe kaual'. Ht Yay, Gustave, Ure independ: Central Illinois General Agent : 
Chicago: , Newark; Jenkins, . Hollis, Mass. 
, Torome: Mutual, Los Angeles; Johns, Edward N., LINCOLN NATIONAL LIFE INSURANCE co. ' 
May TEE Ge Be Atiecieat National, Eoninadels, Bid 
Julf Life, m B. American National, Springfield, q 
ak Stan- | Mo; Jones, Hunter M., New England 1121-4 Jefferson Bldg. Telephone 4-9243 802 Lehmann g | 
gee beg tm onl a ba aoe, Well E. d H Fe INSURANCE Com Peoria 
i ter W., Mutua e, Pomona; Joyce, 7 andle Se 
James P., Phoenix Mutual, Holyoke, An Agency ell quippe ‘ 
Mass.; Kaplan, Moise N., Prudential, At- | ° Brokerage Business i 
lanta; Kaplove, Julius H., Prudential, 
Union City, N. -; Kaufman, Dan A., 
N. W. Mutual, Indianapolis; Kavanaugh, 
Edward J., John Hancock, Columbus; 
Kaye, Harold E., Equitable Society, Los on ee tag, 
Angeles; Kenyon, Harold C., Home, Fy j 
Grand Rapids; Kenyon, Roy V., Home, s . 
Grand Rapids: Kirtz, Edward T., Conn. MM es | 
Mutual, Cleveland; Kissinger, Donald K., “tweens 
Mass. Mutual, Decatur; Knapp, Michael } 
» Acacia Mutual, Norfolk; Knight, 





E 
Frank H., Equitable Society, Providence; RAYMOND F. BIERBAUM LESTER O. SCHRIVER 


. nati; Kohn, Louis, N. Y. Life, Yentnor General Agent and Associates 

Be H ids; , : 

Ohio National iirlee Kruh, Robert, Con: THE MUTUAL BENEFIT LIFE a 
seep lias a R  a INSURANCE COMPANY 301-305 So. Jefferson Ave., Peoria 2, Illinois 


York; Langston, Lonnie, Southwestern, | h Bu 3-379] R 9658 

Lubbock, Tex.; Lauer, Robert A., N. W. E Telep jones Ss. J —Res. 

Mutual, Cincinnati; Lauer, Thomas A., Phone 4-3136 1007 10 Jefferson Bldg. 

N, W. Mutual, Joliet, Ill.; Lawry, James } 

V.,N. W. Mutual, San Francisco; Leves- 

re eam aan fe omig Manttord: : WILLIAMSON 
y, Rae C. (Mrs. ohn ancock, Dal- 

las; Lindenberger, H. R., Ohio National, REULING & 

York, Pa.; Loewenberg, Ralph E., Mass. FREDERICK R. LUTHY ; 

Mutual, New York; Lonie, Edwin D., Mu- 

tual Benefit, Elmira, N. Y.; Lothgren, General Agent General Agents 


Eugene T., N. W. Mutual, Providence; 
Lucas, Leo, 


lyon,’ Harty \N.. Fidelity’ ‘Mutual, "San PENN MUTUAL LIFE INSURANCE CO. MASSACHUSETTS MUTUAL LIFE INS. CO. 


. General Agent 








gg aR New Springfield, Massachusetts 
queland Mutual, Detroit; McCreary, J. T. OF PHILADELPHIA, PA. P : 
Yorks MeXelll "Alfred "Bi, New Bheland 600-A Commercial National Bank Bldg. Sixth Floor, Lehmann Bidg. 
cee Barta Stanley Bogan Matuel, Pore: 

Mason, Marcus D., National, Vt.. New 








Life, San Francisco; McIntosh, 
R., New England Mutual, Boston; Marget, Peoria, Illinois Peoria, Illinois | 
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HARRY GARDINER 


JOHN HANCOCK 
LIFE 





THE FRASER 


or 
THE CONNECTICU 
LIFE INSURANCE 


149 Broadway, 


General Agent 


+ 


MUTUAL 


INSURANCE COMPANY 
925 BROADWAY 




















AGENCY 


7 MUTUAL 
COMPANY 


+ 
N. Y. 6 


440 Broadway; N. Y. 18 














THE C 











Clancy 


Walter J. 


D. Connell 


99 John Street 


PROVIDENT M 
LIFE INSURANCE 


ONNELL AGENCY 


Donald S. Connell 


General Agents 


New York 


Brokerage Supervisor 


UTUAL 
COMPANY 


Brennan, 































THE JULIUS 


M. EISENDRATH 
AGENCY 
+ 


















































a 


Bernard Jaffe, president 










Brooklyn 2, 
uLster 


JAFFE-BERGE 


MUTUAL TRUST 


LIFE {INSURANCE co. 
16 Court Street 59 John Street 
New York 7, N. Y- 
3-8836 


5 -2966 


Bernard Bergen, Vice-President 


N AGENCY, INC. 


GENERAL AGENT 


a 








BEekman 


a 











WHEELER H. KING, 


and Associates 


C.L.U. 


+ 


NEW ENGLAND MUTUAL 
500 Fifth Ave., 


New York 
LOngacre 4-7400 





























MArket 2-2241 


_ 


LIFE INSURANC 
921 Berge® 
Jersey City 6, 


AS Gop AGENCY 


BERKSHIRE 
E COMPANY 


Avenue 


jOurnal Sq. 4-1724 






OSBORNE BETHEA 
General Agent 


& 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
L 


29 Church Street 
New York City 
521 | 











REctor 2.4540 
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— 

eo ee NATIO 
ee 
=a CONVENTION DAILY,:SEPTE 
LAMBERT M. HUPPELER 
NCY 








Successor to 


Cc. P. DAWSON 
NEW 





527 Sth Avenue 
New York 
MUrray Hill 7-0800 





se 3 ENGLAND MUTUAL 




















GREETINGS 










THE MUTUAL BENEFIT 
LIFE INSURANCE COMPA 
ARTHUR Vv. YOUNGMAN 
General Agent 
New York City 


REctor 2.8666 

















T . 
o the National Association of 


Life Underwriters from New York 





General Agents and Managers 





H. ARTHUR scCH 


MIDT AGENCY 






+ 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WOrth 4-3800 








L 

















Street Office 


T GENERAL LIFE 
COMPANY 


John 







UNV 


MANHATTAN CONNECTICU 
INSURANCE 


LIFE INSURANCE COMPANY 
General Agent m 









c. W. SABIN, Manager 
WHitehall 3.6767 


FTH AVENUE, NEW YORK 17, N. Y- 


521 FI 
MUrray Hill 2-3990 














KRUEGE 


THE NORTH 
LIFE INSUR 


Harry 


R & DAVIDSON 
AGENCY 

. 
WESTERN MUTUAL | 
ANCE COMPANY | 


386 Fourth Avenue 
New York 











Krueger: C.L.U. Walter S. Davidson 
General Agents 

















ahaa 











te 


—, 








PHONE BARCLAY 71-3836 


RAYMOND F. THORNE 
GENERAL AGENT 


LIFE INSURANCE 


AETNA 
COMPANY 


+ 
oO. A. KREBS 
E BERKSHIRE General Agent 
LIFE INSURANCE COMPANY * 
N YORK 
151 William Street, New York 





995 BROADW AY 
REctor 92-7900 




















THE 


LIFE INSURA 
925 Broadway 






CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
+ 


N CENTRAL 
NCE COMPANY 
New York, N. Y. 









THE UNIO 










R E. BARTON, Pres. 
ANCK, Vice-Pres-T reas. 





WALTE 
PAUL S. R 































Des Moines, Iowa 


BRUCE OLDS 
Regional Group Manager 


RAY P. TUCKER 
St. Louis Agency Manager 


Chestnut 4404 
506 Olive Street 





' BANKERS LIFE COMPANY 


St. Louis 


2nd Day 





_ GREAT WEST LIFE 


GORDON F. CANTELON 


Branch Manager 
Room 807, 408 Olive 
GARFIELD 0702 














LESTER S. BECKER 
: & ASSOCIATES 


General Agents 


LINCOLN NATIONAL LIFE 
Insurance Company 





ASSURANCE COMPANY 


“Your Future is Our Business — Today” 











PHONE: CHESTNUT 2395 
MAX B. JACKOWAY 
e@ 


General Agent 
PACIFIC MUTUAL 





ST. LOUIS, MO. 








Garfield 3890 


Douglas O. Brooks 
General Agent 
D. O. BROOKS & ASSOCIATES 
Provident Mutual Life Insurance 
Company of Philadelphia 
506 Olive Street 





St. Louis 1, Missouri 














Federal Life Insurance 


Company 
HOME OFFICE — CHICAGO, ILLINOIS .... 


Non-Cancelable Accident & Health, Hospitaliza- 
tion, Children’s Insurance, Group Insurance, 
Mortgage Redemption, Educational Insur- 
ance, Institutional Financing 


Frank R. Philpott 
Manager 
Suite 1520, Boatmen’s Bank Building 
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Chartered Life Underwriter 


Manager 
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INSURANCE COMPANY 
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Equitable Life Insurance ” re oe ia. 
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Joseph T. Peterson, C.L.U. 


Manager 
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The Guardian Life Insurance Co. 
of America 


GENERAL AMERICAN LIFE 





1407 Ambassador Bldg. Saint Louis 


ADAM ROSENTHAL AGENCY 


INSURANCE COMPANY 


1501 Locust St. St., Louis, Mo. 
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Phoenix Mutual Life 
Insurance Co. of Hartford, 
Conn. 

HAROLD W. BANBURY 
Manager 
ERVIN A. PICKEL 
Office Manager 
1634 Arcade Bldg. 

GARFIELD 4451 








W. H. Van Sickler & Associates 


_ STATE MUTUAL LIFE 
ASSURANCE COMPANY 


Chemical Building 
St. Louis, Mo. 

















CLARENCE H. POINDEXTER 


General Agent 


NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


5th Floor, 506 Olive St. 
ST. LOUIS, MISSOURI 
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The St. Louis Columbian 
Agency, Inc. 


LEO. E. COFFMAN, PRESIDENT 
General Agents 
The Columbian National Life 
Insurance Company 


509 Olive St. St. Louis 1, Mo. 
MAIN 2532 
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PORTNOY-SALOMON 
& COMPANY 


Suite 1001 Ambassador Building 
Saint Louis 1, Missouri 


SIDNEY SALOMON, JR. 





Life Insurance Underwriters and Consultants 


R. JOYCE PORTNOY 


UNITED BENEFIT LIFE 
INSURANCE CO. 
1205-12 Mississippi 
Valley Trust Building 


Hawkins and Lewis Agency 
Central 9855 
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Manager 
THE PRUDENTIAL INSURANCE 
co. OF AMERICA 


1 506 Olive Street 





GLEN A. McTAGGART, C.L.U. 


ST. LOUIS, MO. 


Company 


Montpelier, Vermont 
1410 Boatmans Bank Building 








National Life Insurance 


WELLBORN ESTES 


Occidental Life Insurance 
Company of California 


314 North Broadway 
Chestnut 8843 
COME IN AND SEE US 
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agen ll aperiest oe ve Harry, Peepio Seer, ow: pane of lace A., Equitable Society, Boston; Kelly, Rosenbaum, Paul, Sun Life, Philadeigers: 
Spooner, Daniel, Mutual Benefit, New Colt, Samuel G, Jr. Aetna, Pittsfield, Fallas M., N. W. Mutual, Salt Lake City; Rosenfeld, William, Reliance, Greenville 
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Dallas: Birmingham” Philo pratSs: Nathan’ I., Conn. Mutual, Cleveland; Mutual, Chicago; Novell, George A., Pru- New York: Waterhouse, Donald H.W a lot 
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Penis Mutual, New York; Bush, Hartman, John W., American National, Mutual, Fort Worth; Peirce, Henry J. Yensacola, Fla.; Woodside, Roy H. Lin- & 
mun ce C, (Mrs.), Mutual Life, Baton gan Francisco; Hawkins, John O., N. Y. Mass. Mutual, Indianapolis; Perlman, laweeune ae ite ble baet wr a unkt 
use, Life, St. Louis; Heldman, Clarence J., Milton, Home, Chicago; Petter, Henry, (Oe Nwyard gokKeaneth Jone Hoa foun 
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ance, New York; Carver, Weldon G., roe M., Penn Mutual, New York; Hib- DPhia; Poeschel, Harold P., Home, New- fioronce’ ge ri on rotective, fry 3 
Southwestern, San Antonio; Gastleberry, betts, G. W., American National, San An- ark;’ Porte, William _L., Mutual Life, Mutual, Peoria th ae » Errett G., Conn, mem 
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Prudential, Santa Ana, Cal.; Cohen, phis. Ransdell, F. E, Jr., Prudential, Los j motl 
DES MOINES—The_ Iowa depart- bott' 
ment, following a hearing, has made I co 
known its stand on the procedure to out 
. be followed where bankers give an it co 
YY WC sae to life insurance agents in their of < 
\ ales activit fath 
' MI . ze sha 
YSN The department insists that every since 
banker who engages either directly or plica 
indirectly in solicitations and shares in tion 
AMERICAN UNITED OFFERS THE IDEAL the commissions shall be licensed as an I tr 
agent and if the banker contacts the for 
’ prospect he must disclose that he is an inad 
PERSONAL PRODUCER’S CONTRACT | prosp nad 
In the case before the department baby 
RK sed On the Tinci le 0 the company also used a sticker on the shov 
a. p ip front of the policy which indicated it crea 
ot as was a special policy with a special a oes 
;. ; ings plan for a limited number. The the 
High Pay for a High-Grade Job department objected to this sticker. _ tech 
The banker was alleged to have cir- it ha 
* LIBERAL FIRST-YEAR COMMISSIONS cularized patrons of his bank asking on | 
* LARGER RENEWALS, VESTED FOR NINE YEARS them to inquire about a special savings beer 
%* SERVICE FEE AFTER THE TENTH YEAR “YW plan ~ when the patrons y= in he sg 
turned the prospects over to the com- $135 
* ’ 4 ° 
RETIREMENT PAY AFTER AGE 65 \y pany’s agent. As a result, it was = be i 
P P ° P, N ported, the banker received over $2,50 A 
American United Fieldmen Enjoy... —Yy in commissions in two weeks. PP 
* A complete kit of modern policy forms to meet * An Underwriting Department handling sub- < Bm . pomriagge Meapeacoiince 
every prospect’s vital needs. standard cases up to 500% mortality. \ a> piteaie Teiak auth practice, which it on 
* A Home Office that knows the agent’s problems * A placement average of 84% on business issued S WY describes as unethical. prog 
and helps him solve them. with extra ratings. Y ode 
an 
A Y, i 
~2[ Address the Agency Department for details }e- \S Trustees Not Cramped 7 
ke self, 
AMERICAN UNITED LIFE INSURANCE COMPANY (GZ ,.28,NAEY: board of trustees held YS 
) YY its sessions in the Hotel Jefferson's Ser, 
Y, crystal room, which is large enough to .'s 
? \< seat more than 200 people at dinner. coll. 
A s 7 Py eae + ore. - 
Established 1877 ve Indianapolis \ [raditionally, the trustees dislike to or ther 
\ 8 Our g SS liberate in cramped quarters, which — gel 
~ WY WS St TS: Wy WY S wy get pretty oppressive and smoke-fille mor 
I. W Y XW MA. - DP atY WwW wy \ in the course of an all-day gather Oe. ices 
HOV: Na dla" 82° ike room to walk 00! Pn 
oe, : ; , ° pilit 
chairs to relieve the monotony of sit- flou 
ting at the straight ones around the his 
conference table. dine 
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Stork Club’ Gives Mary 


McKeon Bountiful Harvest 


How she makes “little people” (mean- 
ing children) count in her life insurance 
sales scheme was vividly related by 
Mary C. McKeon, special agent for 
Prudential at Arlington, N. J., in ad- 
dressing the women underwriters ses- 
sion. In her first days in the business 
she acquired confidence in dealing with 
people on the basis of insuring the chil- 
dren and much of her adult business 
springs from the “small fry” approach. 

She told how two years ago the firm 
for which she had been working was 
sold and how she then set out to guard 
against similar upheavals in the future 
by entering business for herself. 

When life insurance was first sug- 
gested to her, she was amused, but 
out of curiosity she went to N.A.L.U. 
headquarters and got the booklet “Life 
Underwriting—A Career for Wé6men.” 
The stories therein were inspiring to 
her and encouraged her to believe that 
she might do well there. 


Forms Stork Club 


“Late in 1946 I timidly entered Pru- 
dential’s training classes, as green a 
recruit as they had ever had,” she said. 
“All during the course I worried about 
how I would ever get myself across a 
prospect’s threshold. I was sure I knew 
a lot of so-called grade A prospects, but 
I felt I needed some: magic formula to 
give me the courage to approach them 
on their problems of security. Then sud- 
denly out of the blue came the answer. 
I was referred to a doctor who wanted 
to set up an educational program for 
his two sons. This gave me the cue, and 
unknowingly these two youngsters 
founded My Stork ‘Club, which was 
soon able to boast of a flock of small 
fry and a number of fathers as honorary 
members. 

“The Prudential Baby Book became 
my bell-ringer and door-opener. I real- 
ized that I wasn’t ready to tackle big 
programs or big prospects, so I stuck 
to the little ones—the babies, those 
mothers I could chat with freely about 
bottles and formulas, and whose dads 
I could tease a bit about putting Johnny 
out to work. Once in the home, I find 
it comparatively simple to shift the focus 
of attention from the child’s to the 
father’s insurance needs, _ especially 
since the completion of a juvenile ap- 
plication gives me exactly the informa- 
tion I want regarding dad’s policies. 
I try to plant a few seeds of thought 
for pop to mull over concerning the 
inadequacy of mama’s emergency bank 
account, and when I go back with the 
baby’s policy I bring along a chart to 
show dad how junior’s arrival has in- 
creased his social security and what ad- 
ditional savings are required to keep 
the wolf away from the door. This 
technique doesn’t always work, but often 
it has and has resulted in sizable policies 
on people whom I would never have 
been able to approach shad there not 
been a new baby in the family. Over 
$135,000 of my 1947 adult business can 
be indirectly attributed to small fry. 


Appeals to Grandfather 


“For the average youngster himself I 
usually recommend twenty payment life. 
However, if I feel that papa’s personal 
program and pocketbook warrant a 
larger saving, I suggest an educational 
plan, regardless of the sex of the child. 
If dad has adequate life insurance him- 
self, he may not be able to afford an 
endowment policy for the baby, but 
very often grandpa can afford it and 
is a good prospect. He never went to 
college himself, and when his son was 
there during the depression years it was 
a struggle to scrape together enough 
money to pay his tuition. For all the 
extras Bill had to do odd jobs on the 
campus. But grandpa’s family responsi- 
bilities are over now, his business is 
flourishing, and Bill, Jr. is the light of 
his life. How can he say no, especially 
since grandma and he can now jointly 





give each of the ¢children as much as 
$6,000 per year as a tax-free gift? Peo- 
ple of means are also impressed by: the 
savings which can be effected by pay- 
ing premiums in advance. In these days 
of low investment yields, how else can 
a man make about a $1,200 profit and 
at the same time put a boy through 
college? 


“Of course the ideal way to write an 
educational plan is on the life of the 
father, and my favorite case of this 
kind was the outgrowth of a little serv- 
ice. The chief executive of a large cor- 
poration in my neighborhood was in 
the habit of letting two of his old Pru- 
dential contracts ride on the grace pe- 
riod, and each month on about the 29th 
day of grace I would have to remind his 
secretary to have a check mailed imme- 
diately. He is an important middle-aged 
industrialist of considerable wealth, and 
I was sure he must have a capable un- 
derwriter to handle his insurance prob- 
lems. Yet I could never understand why 


he was paying premiums monthly. 
“Finally one day I became so bold as 
to suggest a change to another mode 
of payment and the insertion of the auto- 
matic premium loan clause. Mr. Execu- 
tive agreed, and he seemed delighted to 
have someone take an interest in his 
insurance. When I picked up his policies 
I found that his beneficiary provision 
was disinheriting his seven-year-old 
daughter. He was extremely grateful 
for my discovery because his estate in- 
volved over a quarter-million dollars and 
everything was set up the same way. 
That simple suggestion of mine to make 

(CONTINUED ON PAGE 32) 
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These are the impressive results: — ee 
Thousands of policyholders have secured protection at lower 


rates—to which they were justly entitled. 
Continental American has established an exceptional record in’ 


Preferred Class Policies. 


For example, in 1947: 


87% of new business was in amounts of $5,000 or 


more 


$12,981 was the average Preferred Class Sale 
$9,384 was the average Preferred Class Policy in 


force 


This company offers its Preferred Class Policies in 10 Plans. 
including Life, Endowment and Term 
All of which adds up to the distinguished position of Continental 


American today. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON 


A. A. RYDGREN, President 


Here’s the man in whom 
CONTINENTAL AMERICAN 4% 
has specialized since 1922"... | 
with its Preferred Class Plans 
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DELAWARE 


Stila nec ae Cag Sie 


M. S. BELL, Vice-President 
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One La Salle 
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A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS—HOSPITALIZATION 
GROUP PENSIONS—PENSION TRUSTS 


— TRY US — 


FRED S. JAMES & CO. 


Established 1872 


INSURANCE 


ONE NORTH LA SALLE STREET 
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. CHICAGO 2, ILLINOIS 
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ALBERT J. ZERN 
AGENCY 
OF 
NORTHWESTERN 
NATIONAL LIFE INS. CO. 


Complete Brokerage Service 


STATE 6761 
One North La Salle Street 
CHICAGO 


























RAYMOND J. WIESE 
AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE CO... 
OF PHILADELPHIA 
Founded 1865 


RAYMOND J. WIESE | 
General Agent 





Phone Financial 0915 
One La Salle St. Bldg. 
CHICAGO, ILL. 
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Agencies Located In 


Street Building 


CENTER OF CHICAGO 


ONE LA SALLE STREET BUILDING 
is the one established Life Insurance Center of 
Chicago. Thirty of the foremost life insurance 
firms and agencies maintain offices in this archi- 
tecturally impressive and centrally located 
building at La Salle and Madison Streets. 


The General Agents and Managers with offices 
at One La Salle Street whose names appear here 
have unequalled facilities for handling all life 
insurance business. Brokers will find prompt 
and unusual service on brokerage business at 
these offices. Men who desire to become Life 
Underwriters and connect with well established 
organizations that will give helpful aid will find 
exceptional opportunities available to them in 
the life insurance organization located in the 
One La Salle Building. 


The most progressive and modern producing 
organizations, offering the finest service on life 
insurance to be found anywhere in the country, 
maintain offices in the One La Salle Building, 
the life insurance center of Chicago. 














THERE’S A REASON .. ./| 


why more and more brokers and surplus writers are giving busi- 
ness to the Hughes Agency. They say that they find here — 
prompt service — sound advice — business-getting ideas — and 


courtesy always — to both the agent and his client. 


E. W. HUGHES 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 


One North La Salle St. © Chicago © RAndolph 6-0060 

















THE HUNKEN AGENCY. _ 
HENRY Cc. HUNKEN 


GENERAL AGENT 


GEORGE HUTH 


ASSOCIATE GENERAL AGENT 


The CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
Telephone: CENtral 5700 


One North La Salle Street Chicago | 

















FREEMAN J. WOOD 


GENERAL AGENT 
LINCOLN NATIONAL LIFE INSURANCE CO. 
ONE NORTH 
18th FLOOR Telephone: Central 1393 LA SALLE ST. 








AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 

















STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: Randolph 0560 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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FINANCIALLY? 


In living as in travelling, reaching a given 
point at a specified time is the direct result 
of careful planning. Those without a plan 
seldom make the train . . . others travel 
miles without destination. The trip is most 
rewarding to the traveller who knows his 
ultimate objective . . . who plans carefully 
and reaches each way-station on schedule. 


The underwriter who plans lifetime goals 
for his clients, sets.a path of achievement 
for himself. Today, 81% of Fidelity’s 
foremost underwriters use Fidelity Per- 
sonal Estate Plans to keep their clients 
and themselves “on time” financially. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


AT FAIRMOUNT AVENUE 








ST. LOUIS, 


A CITY OF BEAUTIFUL GARDENS 


AND 


A MOST FASCINATINGLY INTERESTING ZOO 


We congratulate the N. A. L. U. Commit- 
tee on selecting St. Louis as a place for its 


annual meeting. 


Inspirational meetings, interspersed with 
pleasant, instructive recreation that St. 
Louis can supply, will make attendance at 
the meetings doubly enjoyable. 


THE SECURITY MUTUAL LIFE INSURANCE 
COMPANY 


of 


Lincoln, Nebraska 
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“Lives Life Insurance” 





A. Jack Nussbaum, Massachusetts 
Mutual, Milwaukee, speaking at the na- 
tional sales seminar, said that he started 
selling life insurance in 1929 to make a 
living but now he is “living life insur- 
ance.” To illustrate the difference he 
“told of the following case: 

About four years ago a very dear 
friend, a wealthy widow, came in to see 
him. She told him that she had just re- 
ceived $25,000 as the last payment on a 
piece of property that she had sold. She 
also said she had been paying $350 a 
month on a mortgage which was now 
fully paid. She then said that she would 
like Mr. Nussbaum to tell her what to 
do with the $25,000 and the $350 a 
month that she was accustomed to pay- 
ing out. After a few minutes of consid- 
eration, he suggested that she buy gov- 
ernment bonds. She was a little amazed 
at that recommendation and asked if 
there wasn’t something that she could 
buy in life insurance. He told her he 
was sure that there was, but that he 
would have to give that a considerable 
amount of study before he could recom- 
mend what she could do. About two 
weeks later he called her and told her 
that he had a plan all set up for her. 
She came up to his office and he went 
over the entire plan with her. This is 
what he proposed to her: 

Can Enjoy Money Now 

“You are 52 years of age—you 
have three children—your son is mar- 
ried—one daughter is of marriageable 
age and another daughter about ready 
to go to college. I want you to use the 
$25,000 for a $25,000 single premium 15- 
year endowment, and the first annual 
premium on $30,000 of retirement in- 
come at 65. This will take care of your 
present $25,000 and the $350 a month 
that you are accustomed to paying out. 

“In addition to this, I want you to 
have the privilege which is enjoyed by 
very few people, of having your children 
enjoy your money while you are still 
alive instead of making them wait until 
you die. You can do this by creating 
three living trusts to terminate when 
vou attain age 65, for each one of your 
children, and giving to these trusts all 
of your assets excepting the amount 
needed to pay the $30,000 of life insur- 
ance each year, and another $25,000 that 
I want you to keep out and use for emer- 
gencies. If this plan is followed through, 
vou will find yourself in this situation at 
age 65: You will have $25,000 in cash 
and $320 a month from your 15-year en- 
dowment and $30,000 retirement income, 
and this $320 a month will last for 30 
years. On the day that you get your 





How to Make “Little People” Count 


ED 


first check of $320 your children will pe- 
come the owners of their individual 
trusts to do as they prefer. You can aj- 
ford to do this because you will never 
run out of income. That is my recom- 
mendation.” 


Advised Consulting Lawyer 


When the entire plan was unfolded 
and understood, Mr. Nussbaum’s client 
was quite thrilled with the idea and 
asked him to go right ahead and put it 
into effect. He told her he was quite flat- 
tered at the confidence that she had 
placed in him, but did not feel he had 
the right to assume so large a responsi- 
bility without consultation with her at- 
torney. He suggested that she call her 
attorney, make an appointment with him 
for both her and himself, he would explain 
the entire plan to him, and if he ap- 
proved of the idea, then he would follow 
through. When the appointment was 
kept, Mr. Nussbaum had the pleasure 
of hearing the attorney say, “You cer- 
tainly did not require my approval of a 
plan so grand as this. By all means, I 
recommend it.” 

This type of service eliminates com- 
petition, said Mr. Nussbaum. There 
may be competition of rates, dividends 
and contracts, but there is no competi- 
tion in ideas that create sales, he said. 


BUSINESS COVERAGE 


An attorney friend of Mr. Nussbaum’s 
who lives in a small town near Milwau- 
kee wrote to him and asked him to stop 
in and to see him the next time he was ia 
town. When he got there, he told him 
that two clients of his who had started 
a manufacturing business six years prior 
were now in a position to discuss a stock 
purchase agreement between the two of 
them. However, he said that it seemed 
that every life insurance man in the 
town was trying to sell these two fel- 
lows $15,000 each—A to buy on B’s life, 
and B to buy on A’s life. He exhibited 
at least seven or eight presentations that 
had been made to these two men and 
all using the same $15,000 except that 
it Was a different company and in some 
cases a different type of plan that is 
ordinary life, 20-payment life, or term. 
He said that he very much wanted Mr. 
Nussbaum to talk to these men, but he 
wasn’t sure whether or not he would get 
any business out of it. 








“My question to the attorney was, : 


‘Who are you interested in—who gets 
this life insurance business, or your 
clients?’”” said Mr. Nussbaum. “He 
‘My client, of course,’ So I 








(CONTINUED FROM PAGE 29) 





his policies lapse-proof, from which I 
expected no return other than good- 
will, has paid big dividends. To date I 
have written a retirement plan for his 
wife and two policies on him for his 
daughters’ education. In addition, I now 
have pending a $126,000 program on his 
life and a $40,000 one on his attorney’s. 

“Have you ever tried to sell an old- 
timer a retirement plan for a little 
shaver? One day last February I drove 
out to the country to see a friend who 
was ill. It was purely a social call, and 
since Uncle Ed, as I and hundreds of 
others always affectionately called him, 
was 78 years of age, insurance was the 
farthest thing from my mind. With 
great pride he introduced me to Pat, 
his five-year-old grand-nephew for whom 
he had dreams of guaranteeing a college 
education through Building and Loan. 
I asked him why he didn’t try insurance. 
He said he had never thought of it but 
if I could show him something he could 
pay all at once he would consider it. 
In my plan I included $4,000 of endow- 


ment at age 60. Uncle Ed got quite a 
kick out of that part of the program— 
establishing a retirement fund for a lad 
of five! He had never had one himself, 
but I convinced him that he was buying 
a share of immortality, which 55 years 
from now will make Pat say, ‘My Uncle 
Ed must have been a wonderful guy!’ 
And wonderful he was. He didn’t need 
to buy immortality, for his was the sort 
of spirit that is long remembered. He 
died a few weeks ago, but in those 
months preceding his death he became 
a tremendous center of influence for me. 
He was president of a small food com- 
pany, and without my asking, he sent 
me the names and addresses of all his 
employes along with a note of introduc- 
tion. Thus far I have placed over $34,000 
worth of business because of Uncle Ed, 
and I have definite promises of more, 
including a group case which he lined 
up for me at his plant—all because I 
stopped to call one snowy afternoon! 

“Yes, little things do count—and so 
do little people!” 
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told him to phone his clients and tell 
them that I would like to talk to them 
for a few minutes before I left town. He 
made the phone call and arranged the 
appointment. I stopped over to see 
these two fellows and told them that I 
had a lot of good ideas that I was sure 
they could use. I asked them where 
they got the $15,000 figure from, and 
they told me that was the book value as 
of the present time. 

“After talking to these two men for a 
few moments, I said to them, ‘If I read 
this situation correctly, you two gentle- 
men started this business six years ago, 
and at that time you probably borrowed 
all of the money that you could lay your 
hands on, from your friends, and rela- 
tives; you probably borrowed money on 
your life insurance and got started that 
way” I recognized a knowing smile on 
each of them. Then I went on to say 
that while you have made excellent 
progress, you now have 45 people work- 
ing for you, I doubt that you are draw- 
ing more than your families require to 
live on. You are thinking of the future 
rather than the present. 


Ideas Go with Insurance 

“They agreed that I was on the right 
track. I then said, ‘The important 
thing for your consideration is the agree- 
ment you are going to enter into with 
each other for the purchase of the stock. 
Now, the only reason why you give con- 
sideration to life insurance is because 
that will provide the cash when it is 
needed. If you have any other method 
oi funding it, you don’t have to buy life 
insurance. The agreement is what I 
would like to talk to you about. How- 
ever, before I do so, I would like to 
have you both discuss only one thing— 
and yon need not do that now—and that 
is, Do you want to do business with me? 
My business is selling life insurance, 
and if you feel that you would like to do 
business with me, my ideas go with my 
life insurance. I have all the informa- 
tion I require, and when I get back to 
Milwaukee, I will lay out my plan for 
you, and if you decide that you would 
like to do business with me, you let your 
attorney know and he will contact me, 
and I will be ready any time I hear from 
him.’ I thanked the gentlemen for the 
interview and left.” 

It was about five weeks later when 
Mr. Nussbaum got a letter from the at- 
torney telling him that he had an ap- 
pointment the following Wednesday at 5 
o'clock in his office. As he walked in 
the two prospects walked in at the same 
time. They sat around for a few min- 
utes and then all went out for dinner. 
They went to a roadhouse and it was 8 
o'clock when dinner was over. The at- 
torney then said that he had a meeting 
to attend, and that Mr. Nussbaum 
should take his key and go up to his of- 
fice and discuss the plan with the two 
fellows. When they got to the office, he 
left a copy of his proposal on the at- 
torney’s desk, gave each prospect a 
copy, and then started to read his pro- 
posal to them. He told them to stop him 
at any time if they wished to discuss any 
particular point. 

Proposed in Narrative Form 

In his proposal he had this statement: 
“Here we have two men, both who 
started in business together, struggled 
to get it organized, both putting their 
heart and soul into making this business 
a success, both drawing no more than 
just a fairly comfortable living out of the 
business, both thinking more of the fu- 
ture rather than just the present. Because 
of circumstances beyond the control of 
either one, one of these men is taken 
away by death. The survivor now will 
own the entire business at a very small 
additional cost to him. The deceased’s 
widow or estate will receive a paltry 
$15,000. In my opinion, this is most un- 
fair. I have no objection to the sur- 
Vivor getting a real bargain, but not at 
the expense of his deceased associate.” 

His recommendation was that the 
minimum amount that be paid for the 
deceased’s stock was $30,000. When he 
got all through, both gentlemen told him 
that his idea was excellent and that they 
were very much interested. They also 
wanted to know what was the next step. 


Mr. Nussbaum told them that the next 
step was that they discuss it between 
themselves, maybe between themselves 
and their wives, and certainly with their 
attorney, and then, if they decided that 
that was the right thing to do, he would 
be glad to follow through from here on 
in. It was about six weeks later when 
he received a letter from the attorney 
telling him that they had accepted his 
proposition and that he should come in 
and write the insurance. 

“What I am trying to illustrate here 
is that I am not afraid to sell my ideas 
on their own merit,” said Mr. Nuss- 
baum. “If my thinking is sound and for 
the benefit of my client, it merely be- 
comes a question of what to do and how 
to do it. My job is to present the plan 
in such a manner that while it may seem 
I am making no effort at all to sell life 
insurance, 1 am really using all the 
power I possess to make the sale.” 

It is Mr. Nussbaum’s experience that 
he seldom, if ever, closes a case on the 
first or second interview. The first in- 
terview is usually for the purpose of ob- 
taining facts. He tries to get all the in- 


formation he possibly can. He then 
goes to work in his own office preparing 
his presentation. He takes the attitude 
that if his prospect is going to buy life 
insurance from him it is a serious mat- 
ter in his life and that after he has 
made his presentation he is going to say 
to him that he is either going to think it 
over or will talk to his wife about it, or 
his partner, or his attorney. 

“That being the case,” said Mr. Nuss- 
baum, “I feel that he can’t do as good a 
job selling my plan or my ideas to some- 
one else as well as I would do it. For 
that reason, I put my presentation in 
narrative form. No matter who he dis- 
cusses the plan with, he is using my 
words and my ideas. Another reason 
for putting my presentation in narrative 
form is that it I don’t like what I said I 
can erase it while it is still in my office. 
As I look back, I wish I could erase 
some of the things I said to my pros- 
pects when I first started in the life in- 
surance business. 

“For many years I have heard talks 
and discussions as to what is the most 
importance phase of the sale. Some say 















it is the approach, others say it is the 
presentation, and still others say it is the 
close. In my experience, I find that 
confidence in the underwriter, confi- 
dence that is earned and deserving will 
do more than anything else I know of to 
create a _ willingness-to-cooperate atti- 
tude between the client and the under- 
writer. From then on it'is merely the 
question of clearly and simply present- 
ing your ideas in such a manner that 
your prospect has no alternative but to 
accept those ideas. Any number of 
times I have come to the point where I 
have done everything I might possibly 
do to close the sale and now there is a 
heavy silence. The decision is up to my 
prospect. Anything I might say at that 
moment would probably be the wrong 
thing. When I can’t stand the silence 
any longer, I use this statement, and so 
far it has never failed me: ‘This is where 
I miss a college education. I know that 
if I had the education that I wanted, I 
would so express myself now that you 
couldn’t possibly say no to a proposi- 
tion of this kind. From that time on 
the prospect is fighting my battle. He 
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starts to tell me what a wonderful job 
I have done, how well he understands 
my plan, and why he should buy it. From 
then on in, he sells himself. Instead of 
college education, you can say, ‘This 1s 
where I wish I were a super-salesman.’ 


Offers Suggestions to Agents 


“In closing, I would like to leave you 
with these few thoughts: 

“1, Sell yourself and re-sell yourself 
that you are in the finest business that 
exists. If you do this, you will have the 
required enthusiasm to go out and doa 
real job. 

“2. Know your business. By that I 
don’t mean the ordinary life policy, or 
the 20-payment life policy, or your com- 

any practices, or your company rates. 
That isn’t what sells life insurance. 
mean, ‘know your business.’ Your 
business is understanding life and life’s 
situation. Your business is uncovering 
the life problems that exist all around 
you which can fully be solved through 
the medium of life insurance. Your busi- 
ness is understanding how to deal with 
John, his wife, Mary, and little Tommy. 
Earn their confidence through a sympa- 
thetic understanding of their aims, hopes 
and desires, and help them attain their 
goal through life insurance. 

“3. Keep abreast of the times. Study 
and more study will enable you to have 


more confidence in your own ability. By 
the way, when it comes to studying, the 
ladies can be of great help to their hus- 
bands. When I first entered the life in- 
surance business I brought home a lot 
of material to read. I got myself nice 
and comfortable, smoked a cigarette, 
munched some candy, and started read- 
ing. Within 10 minutes I would enjoy 
a good sleep and that was the end of my 
reading. Finally I said to my wife, 
‘How would you like to help me get 
started in the life insurance business?’ 
Her answer was, ‘I'll be glad to help, 
but what can I do?’ I told her that 
from now on I was going to read out 
loud and any time she didn’t understand 
what I was reading to stop me and I 
would explain it to her. This did a lot 
for me. First, it kept me awake; it 
made me think while I was reading, and 
most of all, my explanations to my wife 
made me thoroughly familiar with the 
subject I was so anxious to learn. I sug- 
gest you try this method—it will not 
only help you, but it will make your wife 
more enthusiastic about your business. 


No Substitute for Effort 


“4, There is no substitute for effort. 
I am not interested in how many calls 
or how many interviews you make. In 
my opinion, the thing that does count 
is how many intelligent calls, how many 
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intelligent interviews you do make. 
Those are the ones that pay off. 

“6. ‘Salesmanship: If you know your 
business, understand life and life situa- 
tions, have confidence in your own 
ability, and have sincere enthusiasm, 
salesmanship will take care of iself. 

“The public has confidence in the in- 
stitution of life insurance. They know 
and appreciate its economic value. They 
are waiting for you to talk to them 
about it. There is no substitute for life 
insurance. It is your duty to yourself, 
your family and your company to do the 
outstanding job you are capable of do- 
ing. Then and only then may you be 
proud of your achievement. Then, and 
only then may you consider yourself a 
successful life underwriter.” 





There’s Nothing Too Big 
Or Small for Debit Man 


Addressing the national sales seminar, 
Edward Brown of Metropolitan Life in 
Berwyn, IIl., stated that he almost 
always fails a sale when he attempts an 
interview without the help of the wife 
or over her objections. He sells the 
wife on the idea before attempting to 
sell the husband, and says that the hus- 
bands almost never say “no” when the 
little woman says “yes.” During the 
sales presentation he makes sure that 
the wife is present and, as far as pos- 
sible, unoccupied by anything except the 
business at hand. He has found that 
the best way to make sure of her at- 
tention as well as that of her husband 
is for the three of them to sit at a 
table. 

During his debit work, Mr. Brown in- 
dicated that he makes it a point to get 
acquainted with the families who live 
next door to the policyholders he serves. 
He said he has found that his debit pro- 
duces prospects for business insurance. 
The businesses aren’t necesarily on the 
debit, but people who own them live 
in his territory and he does his best 
in. what service he can render. The 
results take care of themselves. He told 
of a business case he sold with a net 
result of $200,000. “Actually, there is 
nothing too big or too small for today’s 
agent on the debit.” 


Agent Must Provide for 
Business Deaths, Mackey 


In a visual demonstration in which 
he employed chairs, Lantz L. Mackey, 
Home Life, demonstrated the niceties 
of selling business insurance before the 
national sales seminar. Mr. Mackey 
charged his hearers with a moral obliga- 
tion to inform his prospect of all his 
insurance needs, business insurance as 
well as family insurance. Mr. Mackey 
said that too many agents fail to recog- 
nize that when a man dies, one or more 
deaths occur, a family death usually, a 
social death always and, in many 
instances, a business death. It is well 
to emphasize the consequences of a 
business death without in any manner 
minimizing family protection. 





—__ 


Fortune Benevolent 
to Women Agents 


_ With women becoming more prom- 
inent in every rank of commerce and 
industry, government and _ professions 
Norma Wasson, Phoenix Mutual, 
Kansas City, pointed out at the women’s 
session how they are advancing in life 
insurance as a career. 
women are admirably suited for this 
field, both by the very nature of their 
early training and by traits inherently 
possessed. 

“There are still comparatively few 
women who have recognized this, but 
of those the majority are happy, well- 
integrated, and financially successful, 
They envy no other business or profes- 
sional woman and that is saying a great 
deal. This is true perhaps because so 
many of the qualities necessary for suc- 
cess in underwriting are eminently pos- 
sessed by women.” 

The first thing is skill in getting along 
with others, in which feminine heritage 
and feminine training serve well, 

Girls are schooled in the advantages 
of being ladies. Emphasis is usually on 
politeness, kindness and consideration of 
others. 

She said that most women possess an 
inherent quality of diplomacy, a desire 
for harmony in human relationships 
which manifests itself in the ability to 
handle many situations with a minimum 
of friction. Because of it they are often 
able to guide clients to positive decisions, 


Hazards to Personality 


There are at least two great hazards 
that can easily destroy personalities. One 
is working too hard. She said that 
“Being busy is a dangerous drug. Some 
of this drug, this busyness, we all need, 
but it is habit forming and if we take 
too much we become animated dolls, 
with wheels instead of minds and tubes 
and coils instead of feelings.” 

She said that there are more riches 
in this world than anyone can enjoy, and 
the pursuit of wealth can be more pleas- 
ant than the possession. ' 

The second hazard in underwriting 
affects some more than others, but its 
effect diminishes as experience increases. 
It is those moods of depression—that 
“T’ll_ never write another policy” feel- 
ing. “Personality is based on a founda- 
tion of human nature which unfortun- 
ately is not always on the heights but 
subject to moods,” she said. “The very 
nature of our work brings added empha- 
sis to these moods. To be bright and 
cheerful often requires real effort. To 
succeed in this, we must manage our- 
selves almost as though we were some- 
one else. But the real solution to all 
problems of moods is found in faith 
and perseverance. There again our 
feminine heritage comes to our aid for 
while faith and perseverence are not 
purely feminine traits they are dom- 
inant in our nature.” 
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UNUSUAL OPPORTUNITY 
FOR 
AGENCY DIRECTOR 


50 Million Dollar Pennsylvania Company, with 
agency conscious Home Office Personnel, is about to 
embark on moderate Field expansion program. We 
would like to contact Field Man preferably between 
ages 30 to 40, with experience in supervision. He 
must have the ability to occasionally demonstrate his 
sales ideas by successful personal assistance to field 
men. For the man who meets these requirements it’s 
the opportunity of a lifetime. 


Box No. R-46, National Underwriter, Chicago, Illinois 
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Scott Installed 
as C.L.U. President 


Martin I. Scott, president of Scott & 
Co. group supervisor of the Shamel 
Equitable Society in Los 


agency of 








W.S. Leighton 


M. I. Seott 


Angeles, Thursday night was installed 
as president of the American Society of 
Cc. L. U. He succeeds W. S. Leighton, 
New York Life, Minneapolis. 

Mr. Scott is a past president of the 
Los Angeles C. L. U., president of the 
Los Angeles Life Insurance & Trust 
Council, and was vice-president of Los 
Angeles Life Underwriters Assn. in 1944. 
He is a life and qualifying member of 
the Million Dollar Round Table. 

Others installed were Karl K. Krogue, 
manager Business Men’s Assurance, 
Spokane, as vice-president; Howard H. 
Cammack, general agent John Hancock, 
Charleston, W. Va., as treasurer; and 
Carl M. Spero, independent, New York 
City, as secretary. 


New Directors Installed 


Directors installed were as follows: 
New England-New York-New Jersey, 
George Neitlich, manager, Metropolitan 
Life, Roxbury, ‘Mass.; middle eastern, 
D. Miley Phipps, New England Mu- 
tual, Cleveland; southern, Loper B. 
Lowry, general agent Gulf Life, Tampa; 
middle western, Morris Landwirth, 
Massachusetts Mutual, Peoria; western, 
Clarence E. Eddleblute, general agent 
Penn Mutual, Denver. 

Each director in his third year auto- 
matically becomes regional vice-presi- 
dent. These are: New York-New 
England-New Jersey, Douglas S. Perry, 
group supervisor Travelers, New York 
City; middle eastern, Alice E. Roche, 
Provident Mutual, Philadelphia; south- 
ern, James W. Smither,, Jr., manager 
Union Central, New Orleans; middle 
western, Addison W. Wilson, manager 
Bankers Life of Iowa, Omaha. 





Reelect Officers, Trustees 
of American College 


The trustees of American College at 
their meeting at St. Louis reelected all 
officers and all seven trustees whose 
terms expire this year. Walter E. Bar- 
ton, Union Central, New York City, who 
died Monday at St. Louis, was to have 
been elected a trustee to ‘fill a vacancy 
in the class of trustees whose terms ex- 
pire in 1949. The place was left un- 
filled out of respect to his memory. 

The officers reelected ‘are Julian S. 
Myrick, 2nd vice-president of Mutual 
Life, chairman; W. M. Duff, Equitable 
Society, Pittsburgh, vice- -chairman; Dr. 
S. S. Huebner, University of Pennsyl- 
vania, president; Dr. David McCahan, 
University of Penunsylvania, dean; John 
A. Stevenson, president Penn Mutual 
Life, secretary; Sewell W. Hodge, 
treasurer Provident Mutual Life, treas- 
urer; Robert Dechert, counsel Penn 
Mutual Life, counsel. 


Trustees Are Reelected 


Reelected trustees are: Paul F. Clark, 
president John Hancock; O. Sam Cum- 
mings, Kansas City Life, Dallas; Grant 
L. Hill, vice-president and director of 
agencies of Northwestern Mutual Life; 
George L. Hunt, vice-president New 
England Mutual; Cecil J. North, 2nd 


vice-president Metropolitan Life; Joseph 
H. Reese, Penn. Mutual, Philadelphia. 

Mr. Dechert, as counsel of the col- 
lege; Mr. Hodge, as treasurer; William 
S. Leighton, New York Life, Minneap- 
olis; Martin I. Scott, Equitable Society, 
Los Angeles, and Karl K. Krogue, Busi- 
ness Men’s Assurance, Spokane, as im- 
mediate past president, president and 
vice-president respectively of American 
Society of C.L.U., and Harold W. Gar- 
diner, by virtue of his connection with 
the committee on education and training 
of L.I.A.M.A., become ex-officio trustees 
during their terms of office. 
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Attractive Conversion Privileges 
Also written on 10-year plan 


Bray to Mass. Mutual 


Massachusetts Mutual has appointed 
Rutledge Bray as group supervisor for 
the San Francisco territory. He was for- 
merly district sales manager with Pru- 
dential’s group department at Los An- 
geles. He was a lieutenant commander 
in the navy. ‘He was graduated in 1940 
from Santa Monica City College. He is 
a member of the 1948 U. S. Olympic 
water polo team. 





Charles N. Barton, son of Walter E. 


ltl bya 


To Give High Coverage At Low Cost + To Protect Families While Children Grow Up 


$5,000 EXTRA PROTECTION  vear ram 


Barton, N.A.L.U. treasurer who died at 
St. Louis dusing the convention is now 
with the Charles B. Knight agency of 
Union Central which his father headed 
and which is named for his maternal 
grandfather. During August Charles 
Barton led all members of the Union 
‘Central field force in personal produc- 





tion. Charles Barton has a_ brother, 
Bennett. . 
Anytime there was somebody you 


wanted to find around the Jefferson, the 
place to look was at the pin ball ma- 
chines in the lobby. 









GUARANTEES (If death occurs within 20 years from date of issue) 


$13,174 STEP-DOWN-SAFELY PAYMENTS DURING 7 YEARS As Follows 


$1,174 Cash and... 


PA AHAM HA AM 


200 Monthly for first year 
180 Monthly for second year 
160 Monthly for third year 
140 Monthly for fourth year 
120 Monthly for fifth year 

100 Monthly for sixth year 
100 Monthly for seventh year 


(If preferred, will pay equal monthly income, amount 
of which will determine number of months payable.) 


OR 


$12,500 CASH 


GUARANTEES (If death occurs after 20 years from date of issue) 


and remember 





$5,000 CASH (Payable as income, if preferred) 


Annual Dividends payable may be 
used to increase benefits, reduce premi- 
ums, or otherwise applied as policy 
provides 


E INSURANCE COMPANY © Springfield, Mass. 


. 
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GOALS TO BE ACHIEVED 
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serves built up through life insurance 
are responsible for furnishing the cap- 
ital necessary to create six million jobs. 
This is 10% of all the jobs in existence. 

Mankind has an innate desire for se- 
curity. Men have always struggled to 
achieve the maximum degree of secur- 
ity possible. Wherever men have de- 
pended upon a paternalistic, socialistic, 
communistic or any other form of gov- 
ernment for their security, they have 


inevitably given up to government their 
freedom and liberty. 

If men are to attain a high degree 
of freedom and liberty and at the same 
time attain a high measure of security, 
they must earn this security through 
their own efforts. Life insurance offers 
the best means of enabling men so to 
earn individual security through. their 


own initiative. Indeed for a high per-. 


centage of our people life insurance 
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| TO THE 


| CONGRATULATIONS 


On Its Accomplishments of the Past Year 


. This Company again points with pride to the record of its 
Agents who have contributed so much to its success. 


F 

, Now operating in 15 States, we look forward with confi- 
i dence to continued growth because we are an Agency- 
h Minded Company with modern Agency Contracts and be- 
cause of our Underwriting KNOW-HOW. 
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PHILADELPHIA 


WILLIAM ELLIOTT 
President 
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| PHILADELPHIA LIFE INSURANCE 
COMPANY 


Established 1906 
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PENNA. 


BERTRAM S. BALCH 
Superintendent of Agencies 
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WELCOME TO ST. LOUIS 


N.A.L.U. 


ST. LOUIS IS THE HOME OF 7 LEGAL RESERVE LIFE IN- 
SURANCE COMPANIES. WE HOPE YOUR CONVENTION 
WILL BE SUCCESSFUL AND YOUR STAY PLEASANT. 





~ 


J. S. GOULD, President 


THE RELIABLE LIFE 


“Its Name Is Its Motto” 
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offers the only means by which men 
may earn security for themselves. 
Hence, life insurance has made a vital 
contribution to our way of life. 

Without the protection of life insur- 
ance, men could not afford to take the 
business risks involved under our sys- 
tem of free private enterprise. Men 
would not be willing to invest in new 
business ventures, the success of which 
often depends upon one or at most two 
or three key men, if they were not able 
to hedge their investment. Without 
making it worth while for men to go 
into business for themselves, without 
making it attractive for men to venture 
their savings in risk bearing enterprises, 
the U. S. could not have achieved its 
preeminence. It would be interesting to 
speculate on what life would be like if 
there were no life insurance. 


Peace of Mind 


The influence of life insurance on 
the life and thinking of the individual 
and of the family unit cannot be over- 
estimated. The peace of mind which 
comes with the realization that, come 
what may, adequate financial provision 
has been made to meet the situation is 
soul satisfying. Without life insurance, 
the individual could have no assurance 
of his ability to make prudent provision 
for himself and his family. Life insur- 
ance enables men to embrace the quali- 
ties of human dignity, of social responsi- 
bility, and of love of family. It makes 
it possible for one generation to pro- 
vide a fuller life for the succeeding gen- 
eration. 

Life insurance, as developed under 
the agency system, has made a tre- 
mendously vital contribution to our 
economic, social, political, and family 
life. Life insurance insures not only a 
life but a way of life. 

He then went on to say that any 
grounds for attack upon the system 
need to be understood and answers sup- 
plied. 

“Public attitude is in a fluid stage 
about the merits of free enterprise, 
about the propriety of individual profits, 
about a system which enables a good 
man to get ahead of his less capable 
brother, even about the blessings of in- 
dividual freedom as measured against its 
liabilities arid responsibilities. 

“We must not only be able to answer 
these questions to our satisfaction, but 
we must be able to answer them to the 
satisfaction of the public. The evaluation 
of the agency system will be made by 
the public.” 

Life insurance from the standpoint of 
both financial and human resources is 
stronger today than ever in its history. 
Great progress has been made in im- 
proving field management through the 
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Two Atlantans at breakfast: Luther H. 
Guest, manager Connecticut General, and 
vice-president Atlanta association; and 
Charles J. Currie, manager Mutual Life 
national trustee. ; 





more scientific selection, training and 
supervision of agency heads, and in bet- 
ter selection, training, and supervision of 
the field forces. 

The system of compensation for the 
field forces has been improved and great 
strides have been made in penetrating 
the market in depth through weekly pre- 
mium and the various forms of mass 
coverage insurance. 

There is greater public acceptance 
than ever before. Evidence of advance- 
ment is found in the consciousness of 
the problems in the fields of costs, mar- 
ket research, and public relations, of the 
economic waste in lapsation of busi- 
ness, in the realization of the expense 
involved in poor quality business and 
poor quality agents, and in recognition 
of the problem of high agency turnover. 

Most encouraging of all is the fact 
that all segments of the business are 
determined to continue to make prog- 
ress along all fronts. 


Future Generations 


“It is our responsibility further to 
strengthen and vitalize that system for 
the benefit of future generations so that 


we and they may continue to better 


serve the public. 

“The agency heads must assume a 
major share of that responsibility.” 

Mr, Zimmerman cited the accomplish- 
ments in elevating the agency system 
and the caliber of the managers, but he 
said there is complete recognition of 
how much yet remains to be done, par- 
ticularly in connection with field man- 
agement. 

_ Greater attention has been given to 
improving the selection, training, and 
supervision of agents than of agency 
heads because the tenfold greater num- 
ber of agents made the need for such 
progress more obvious and less difficult. 

The level of the agents cannot rise 
above the level of the managers. A 
high quality manager will build a high 
quality agency. A mediocre manager 
will not only fail to build a high quality 
agency, but he will fail to maintain such 
a high quality organization should he 
inherit one. 


Improving Management 


The greatest progress can be made 
only when it starts with improving man- 
agement. Despite this obvious fact, too 
many managerial appointments are still 
made in the fervent hope, rather than 
firm belief, that they will be successful. 

The managers’ evaluation record is a 
scientific selection device which shows 
promise of merit. 

Much still remains to be done in the 
field of management training. Only a 
handful of home offices are conducting 
company courses for their field man- 
agers and supervisors. Much can be 
done in conjunction with managers as- 
sociations. through local and area sales 
conferences and clinics. Possibly facili- 
ties of American College and of col- 
leges and universities should be ex- 
plored in connection with managerial 
training and research. 


First Line of Reserve Strength 

The first line of reserve strength upon 
which to draw for managerial replace- 
ment and expansion is composed of su- 
pervisors, unit managers, and assistant 
managers. Yet the field supervisor 1S 
“the forgotten man.” There is a rea 
need and opportunity to bring about 
improvements in the methods of selec- 
tion, training, compensation, and promo- 
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tion of this first line of managerial re- 
serve strength. ; - 

Too often a managerial appointment 
js made only because an individual has 
demonstrated that he has sales ability. 
Too seldom has there been made any 
effort to determine his ability to man- 
age men, to manage a business office, to 
manage himself—and particularly to give 
men unselfish, sound leadership. 

“If the institution is to discharge ade- 
quately its responsibility, internal dis- 
cord and fratricidal strife must be avoid- 
ed. There must be a realization by all 
segments of the business that we are 
striving toward the same objectives and 
that these objectives embrace the phil- 
osophy of better serving the public. Dif- 
ferences of opinion about compensation, 
mass coverage, and social security are 
perfectly natural, but they are also a test 
of our ability to live together and to 
work together harmoniously. 

Rights and Responsibilities 

“We must avoid any tendencyto insist 
upon our rights without adequately rec- 
ognizing our responsibilities. The pub- 
lic interest must always be placed above 
our own individual interests. 

“We must, ourselves, have and then 
give to the public a broad picture of 
the economic and social service which 
life insurance and the agency system 
perform. We must avoid pessimism and 
impatience. Decisions which are reached 
by a democratic exchange of ideas, even 
though they come more slowly, are in 
the long run sounder and more lasting. 

“Each one of us must do a better job 
in discharging his individual responsi- 
bilities. Only in that way can we show 
an over-all improvement in our total 
efforts. , : 

“By doing these things we can insure 
that the agency system will continue to 
gain strength and effectiveness, continue 
to serve the public ever more efficiently 
and continue to earn from the public an 
evaluation which stamps it as one of the 
most vital forces in our social, eco- 
nomic, political and individual way of 
life,” he concluded. : 

Mr. Zimmerman at the outset said 
the agency system as it is known today 
did not begin to fully develop until the 
post-civil war period. The attitude of 
that period was characterized by 
great optimism and a belief in the 
beneficient future, by prospects of an 
unlimited market in which expansion 
was taken for granted by the convic- 
tion that hard work would insure suc- 
cess regardless of the methods em- 
ployed and by the belief that expense 
was a minor matter which would be 
taken care of by growth and a rising 
market. : 

“Quite probably,” he went on, “this 
attitude was summed up in the phi- 
losophy that if we sold enough business, 
the growth of insurance in force would 
be satisfactory; that if we recruited 
enough agents, our manpower needs 
would be satisfactorily filled; that if 
we continued to expand our market at a 
rapid enough rate, our costs would at- 
tain a satisfactory level. 


Assumptions Justified 


“As a matter of fact, the events of 
the half century from 1880 to 1930 
seemed to justify these assumptions. 
Life insurance sales and insurance in 
force expanded at a rapid rate through- 
out these five decades with only minor 
checks, such as those which came about 
during the hard times of the 1890’s and 
those which might be attributed to the 
so-called Armstrong investigation of 
life insurance in the early 1900's. 

“However, the decade starting with 
1930 forced us to re-examine this basic 
Philosophy in the light of current con- 
ditions, New sales of ordinary life in- 
surance declined from a high level of 
$13 billion in 1939 to 60% of that level, 
or $7.8 billion in 1938. Ordinary insur- 
ance in force declined from a high level 


‘of $79 billion in 1930 to $72 billion in 


1935. The problems of persistency of 
business, turnover of agents and costs 
come in for microscopic examination. 
“The period since 1880 has witnessed 
equally significant developments in the 





Among the Monday morning arrivals: 
William R. Davis III, director of ordinary 
agencies Commonwealth Life; Howard H. 
Cammack, general agent John Hancock at 


Charleston, W. Va.; John D. Moynahan, 
manager Metropolitan Life, Chicago, new 
N.A.L.U. secretary; Carl Lindstrom, Trav- 
elers, Chicago national committeeman; 







Insurance Director Parkinson of Illinois; 
and Robert R. Reno, Equitable Society, 
Chicago, chairman of N.A.L.U. nominat- 
ing committee. 











product which we offered to the public. 
Early life insurance policies had no 
cash or loan values, no nonforfeiture 
benefits, no options of settlement, no 
waiver or premium and double indem- 
nity benefits and many travel restric- 
tions. Contrast this with the modern life 
insurance contract which offers all of 
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those benefits lacking in the early poli- 
cies and which places on the policy- 
holder only the responsibility of con- 
tinuing his premium deposits as called 
for under the policy contract. 
“Perhaps the most unusual develop- 
ment of the past century was the de- 
velopment of the service which the life 


DOT 







underwriter was expected to render to 
the public. This in turn called for an 
individual possessing characteristics 
which preceding generations of life un- 
derwriters were not required to have. 

The modern life underwriter, he said, 
is expected to be not only a salesman 
but a counsellor. 
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Tells How to Be Own Efficiency Expert 


(CONTINUED FROM PAGE 6) 





need be, in connection with the revision 
of the: will. He may make suggestions 
in connection with the giving away o 
property td wife and children, and vari- 
ous and sundry matters. 

Upon completion of ‘a case, Mr. Hayes 


gives the insured a complete breakdown 
in the form of a survey of his policies. 
. . . Of course the numbers, dates of is- 
sue,’ form of insurance, disability fea- 
tures, double indemnity, premium calen- 
dar, and a very simple explanation of 
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A MESSAGE OF FREEDOM 





the importance of the 





Life insurance sustains and reinforces a 
individual and the sanctity of the home. 





It enables men to be 
economic security for their families. It brings freedom from want, worry, and insecurity. 
It is an integral part of the American Way of 


Beneficial Underwriters are taking this message to the people of their communities. 
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George Albert Smith, President 


self reliant and provide 
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Salt Lake City, Utah 




















the beneficiary set-up. This is the only 
record he has of the policies themselves. 
However, when all the trust agreements 
are drawn and the case is completed, 
along with the audit form, he writes the 
insured a letter. He makes certain that 
the opening paragraph states that the 
letter should be placed with his will, be- 
cause his life insurance program is a 
will within itself and is not distributed 
in accordance with his regular will but 
is distributed in accordance with the set- 
tlement options outlined in this letter. 
Further it describes the exact amount of 
income which his family will receive and 
the dates they will receive it. 


Lists Basis for Excelling 


“What is our objective?” asked Mr. 
Hayes. “I want to be the best life in- 
surance man ‘in my community, don’t 
you? Being the best life insurance men 
in our respective communities is based 
on three things: honesty, knowledge, 
and thoroughness. 

“TI think honesty in our business con- 
sists, as you work on a man’s problem, 
in placing yourself in his position and 
working out for him, based on the infor- 
mation you obtain from him, the identi- 
cal estate set-up that you would use 
for yourself. Of course, in financial mat- 
ters, the principle of good business must 
always prevail. I do not believe you 
can be a good life underwriter without 
being a good business man. 

* ok * 

“Knowledge means knowledge of 
your client’s problem and knowledge of 
how the instrument of life insurance can 
help him solve that problem. You ob- 
tain the knowledge about his affairs di- 
rectly from him. You obtain knowledge 
of how to solve that problem through 
constant study and experience. I find 
that I follow a certain pattern of study. 
I read ‘Diamond Life Bulletins’ each 
month. I read ‘Life Association News’ 
thoroughly each month. I take several 
other insurance publications. I find that 
studying ‘the case histories of other un- 
derwriters is both stimulating and in- 
spiring. I find it difficult to stay at 
home even on a Sunday as I read these 
because my enthusiasm is such that I 
want to get into the field.” 


Follow Through on Promises 


Mr. Hayes said that thoroughness is 
following ‘through on every promise one 
has made to his client. This means set- 
ting up his estate in the best possible 
way for himself and his familv, com- 
pleting every trust agreement with every 
company involved, completing the audit 
form, completing the summary letter, 
and giving this summary letter to his 
wife so that she knows at all times the 
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provisions of her husband’s life insyr- 
ance program, the same as she knows or 
will know the provisions of his will. 

“A philosopher was once asked what 
was the greatest satisfaction he had ever 
had in his life,” said Mr. Hayes. “After 
thinking, he replied ‘A person Singing 
down the road after I had shown him 
the way.’ 

““A person singing down the road 
aiter I had shown him the way.’ You 
and I have the opportunity to show our 
client the way to a better financial fy. 
ture. You and I have the opportunity 
to show our client the way to a better 
future.” 


Lite Insurance 
Aids Children 
Of Divorcees 


Cora Dulaney, Great Nationa! Life, 
Dallas, declared at the national sales 
seminar that life insurance can be used 
as an ideal solution for the common situ- 
tion of today, the divorced couple and 
the child. She said these cases are cer- 
tainly individual and often very compli- 
cated, and listed several which she has 
been able to solve. 

In the first instance, she sold a man 
10-year term to cover indebtedness in 
the purchase of his partner’s interest 
in a business. She tried each year 
to convert this to permanent insurance 
with no success. At the end of four 
years he had liquidated the debt and 
decided that he did not need the addi- 
tional life insurance. 

In the meantime, he and his wife had 
separated but were not divorced be- 
cause of the division of property under 
Texas community property laws. In 
presenting her program that year, Miss 
Dulaney played up prominent, in case 
of his death, a monthly income of $175, 
tax free, 20 years and life to his only 
child, a daughter in her 20’s. It was 
the income tax feature and the control 
of that much of his estate that con- 
verted this term to ordinary life. 


Buys Policy on Ex-Husband 


In another case, a mother and father 
were divorced and there were two 
children, aged five and three respectively, 
The father was able and willing to sup- 
port the children. Under the divorce 
decree, the father was to pay $150 per 
month for support of the children until 
the youngest child was 18. The mother 
was made legal guardian. That gave 
her an insurable interest in the life of 
her ex-husband for the support of the 
children. From all royalties that she 
owned, she purchased $23,000 in 15-year 
term on the ex-husband. This policy 
was made payable to her; leaving the 
option for settlement open for her 
choice. The two children, with the bank 
as trustee, were named as contingent 
beneficiaries. So whether the father 
lived or died, his obligation to his two 
children would be carried out. 

Miss Dulaney added that in addi- 
tion this divorcee purchased a $10,000 
20-year endowment on each child with 
herself as payor, and naming herself 
as irrevocable beneficiary. Should re- 
verses come, this could be used as an 
educational policy when each child 
reached 18. She also purchased a $5,000 
retirement income policy, maturing at 
age 60 on her own life, and a $5,000 
ordinary life with conversion rider for 
retirement at 60. She made these two 
policies payable to the children monthly 
until 1965 and named her new ‘husband 
and the bank as co-trustees. These pro- 
grams were discussed with her fiancee 
prior to their marriage so as to give 
her control of her policies. 





R. Cahall, manager of Western & 
Southern at Dayton, was one of the 
few industrial men to be awarded the 
C.L.U. designation at the conferment 
exercises on Thursday night of the 
American College and the America® 
Society. 
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Analysis of Wansen a Revediiang 
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weeks from production for vacations, 
conventions, ill health, and period of in- 
activity for one reason or another. 

19. A large majority of women agents 
are wholly dependent upon life insur- 
ance selling for their incomes; only 
about one-fourth are not dependent 
upon this source, 

Earn Good Pay 

20. Women earn sizable incomes in 
life insurance compared to most other 
felds of endeavor, with almost three- 
fourths of this group in the $5,000- 
$15,000 income group. Compared to gen- 
eral average incomes of women, and 


many men, they are in the “upper 
brackets.” ; t 
21. Women are involved in home 


duties, social and civic activities, family 
cares and activities related to living a 
normal full life, to the extent that these 
actually encroach upon their time for 
production of business. Office detail and 
service take time that is valuable and 
this is aggravated by lack of adequate 
help. ; : 

22. Women who are successful in 
this business know the answers to suc- 
cess whether they apply the rules to 
themselves or not. In a chorus, they 
endorse these guides: Hard and con- 


sistent work, knowledge, enthusiasm, 
and love of the business, service, pros- 
pecting, liking people, determination, 


self-improvement, and_ sincerity and 
honesty. No text-book or training course 
could more correctly analyze the factors 
in success than these women who have 
earned it in the business. 


Type of Business Is Analyzed 


Accurate charts and figures are 
needed to give a true picture of the 
business of these women agents, but a 
survey of the summary reveals some 
general conclusions: : 

1. There is as a wide range in 
amount of production in this group otf 
women agents as is found in any other 
group. A large percentage show top 
rank as company and national averages 
go, with an average of Over $350,000 
per agent in this group. Almost half 
produced more than required for quali- 
fication in the. Quarter-Mllion Dollar 
Round Table. 

2. In terms of volume, the women 
tend to write almost three times as 
much business on men as on women, 
with four-fifths of them writing more 
than half of their business on men, and 
only one-fifth writing more than half 
of their business on women. Few fell 
into a classification of “specialists” on 
men, or on women. 

3. In terms of lives, with an average 
of 75 lives, it would appear that women 
write a substantial number each year. 
There is wide range from 295 to 22. 
The largest producers were about equal- 
ly divided between “just about average,” 
“extremely far above average,” and 
“well below average” in number of lives. 
The lowest producers tended to write 
fewer than average number of lives. 

4. The type of business written and 
average size policy affected production 
volume more than number of lives. 


Half Write High Average Cases 


About half the women write high 
average size cases with average for all 
cases ranging from $5,480 up to $13,173; 
the other half, ranging from $5,480 down 
to $1,715. 

6. Women average much smaller poli- 
cies on women than on men—about half 
the amount—but it can“be concluded 
that pretty. generally those who write 
low average policies on mien do. so on 
women; and vice versa, though there 
are some exceptions in each group. 

7. Women who were distinguished by 
high average size policies for men and 
women tend to write fewer lives, slightly 
more men than. women, have. higher 
total production in spite of few lives, 
and specialize in family income,. business 
insurance, and retirement income. 

8. Women who were distinguished by 


low average policies show just the re- 
verse of the above. 


WHO WRITE THE MEN 








9. Women specialize or write more 
cases on men in the 26-35 age group, 
and in the 16-25 age group on women. 
Their second largest field on men is 
from age 36-45, followed by 16-25, 
whereas with women, second was 26-35 
followed by 36-45. The bulk of all busi- 
ness in terms of number of cases, is on 
males from 16-45 and females in the 
same age groups. Women write sub- 
stantial amounts of juvenile insurance. 

10. Women write the largest number 
of cases on men. in the occupational 
groups called “business and managerial,” 
then “professional” then “skilled.” With 
women it is “professional” “clerical and 
sales” and “housewives,” with ‘business 
and managerial” following closely after. 
It is quite obvious that the selection of 
clients is from rather high quality occu- 
pational or professional, groups. 

11. Regardless of volume of produc- 
tion it is concluded that women agents 
tend to draw clients from about the 
same occupational groups. 


Miss High-Income Groups 


12. Women write more cases on men 
in the $2,500-$5,000 income group than 
on any other, with “less than $2,500" 
following next, and $5,000-$7,500, third. 
They are not reaching the higher in- 
come groups, according to the evidence, 
in any appreciable way. 

13. The woman market gives. the 
agent the largest number of cases in 
the “less than $2,500” income group, 
with $2,500-$5,000 following and the in- 
creasing income groups in that order. 
Volume would give a slightly different 
picture to this question, however. But 
it is safe to conclude that few agents are 
reaching women with incomes 
$7,500. Eighty percent of the total num- 
ber of cases written by women agents 
come from income groups of $7,500 or 
less. 

14. Women write (1) family income, 
(2) retirement, and (3) clearance funds 
on men, and (1) retiremertt, (2) clear- 
ance funds and (3) education for women 
clients. Family income is stressed with 
men, and practically half of all business 
on women is for retirement purposes. 
The fields of selling for business pur- 
poses, tax and estate protection, mort- 
gage protection are scarcely touched by 
this group in a study of number of 
cases, though some women showed sub- 
stantial volume in at least business in- 
surance. 


Retirement Income Is First 


15. In terms of volume these women 
write in order of amount: (1) retire- 
ment income (2) family income (3) busi- 
ness insurance, as based on the agents’ 
estimates of volume. 

16. Women write according to num- 
ber of cases most business on males in 
the previous client group, then (2) re- 
ferred leads, and (3) cold canvass: but 
with women clients referred leads 
come first, (2) previous clients, and 
(3) cold canvass. Relatives, friends and 
others of both sexes supply a_ small 
amount of business. In the over-all pic- 
ture previous clients, both men and 


women, take first place, with referred 
leads and cold canvass, second and 
third. 


“One hundred women underwriters, 
human as they are, stand out as indi- 
viduals—differing widely in personal and 
business characteristics,’ the report 
concludes. “The composite picture of 
these successful women, however, re- 
veals a pattern, intricate in design but 
clearly traced, that may serve to guide 
others to success.” 


Cc. J. Shea, president of State National 
mg was on hand at the N.A.L.U. meet- 
ng. 
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Five new branch offices were opened 
in the United States by Great-West 
between January and June, ’48—part 
of a steady Company expansion since 
its first branch office in this country 
was opened in 1906. 


YOUR 


These five new Great-West offices 
are located from Atlantic to Pacific 
with Newark, N. Y., in the East, 
opening March Ist (Branch Manager, 
Verne K. Pitfield) and Spokane in the 
West, opening March 8th (Branch 
Manager, J. W. Harris). 


FUTURE 


Further expansion took place on the 
West Coast March 8th when the 
Great-West Life Agency, Inc., gen- 
eral agents for California, opened a 
second Los Angeles branch (Wilshire 
Blvd., Allen L. Dickey) and a branch 
in San Diego (R. J. McMahon). 


1s 


To the two Great-West branches in 
Ohio, at Cleveland and Columbus, a 
third was added on June 14th at Cin- 
cinnati, with Raymond D. Ross, Jr. 
as manager. 


OUR 


More recently the Company has been 
gtanted licenses to operate in the 
State of Iowa and the Commonwealth 
of Kentucky. 


BUSINESS 


In St. Louis, scene of this year’s 
N.A.L.U. Convention, Gordon F. 
Cantelon is manager for Great-West, 
with offices at 807 Merchants Laclede 
Building. Our St. Louis branch was 
opened in 1942. Kansas City, Great- 
‘West’s other Missouri Branch, is 
headed by Loren E. Reitz. 


TODAY 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE — WINNIPEG 


War Warning and 
C.L.U. Data Given 


(CONTINUED FROM PAGE 17) 

a nation, are being called upon to pay 
are bound to be great, bound to involve 
great immediate sacrifices. Yet these 
sacrifices are trifling compared to the 
sacrifices that would be demanded of us 
if peace is not maintained and perpetu- 
ated, 


C.L.U. EXAM FIGURES 








The summary prepared by Mr. My- 
rick said that as a result of this year’s 
examinations 250 have completed all 
the requirements necessary to receive 
the C.L.U. designation, which will make 
a grand total of 3,249. In all, there were 
2,885 who took 3,752 examinations. 

He gave the following figures cover- 
ing the work the American College has 
accomplished during these *21 years: 
3,249 have now completed the entire 
series of C.L.U. examinations; 5,246 
candidates on the roll have credits for 
one to four parts of the examinations; 
3,745 additional candidates approved by 
the registration board; a total of 12,240 
candidates approved by the _ registra- 
tion board. 

In addition to those approved by the 
registration board, college officials es- 
timate that there is at least. one other 
agent to each candidate that has been 


approved who has studied in C.L.U. 
classes. Thus, approximately 25,000 
have benefited from C.L.U. study. As 


an illustration of the extent of C.L.U. 
studies last year, 243 study groups 
were operating with a combined enroll- 
ment of 5,046. These groups were lo- 
cated in 135 cities and represented 38 
states and the District of Columbia. 


More in Active Service 


More and more C.L.U.s are becom- 
ing members of the board of trustees of 


committees, said Mr. Myrick. They 
are taking a leading and active part 
in their state and local associations 
and are devoting a good part of their 
time to the teaching of life insurance 
in schools and colleges and helping in 
all community activities. He also ex- 
pressed deep appreciation for the prog- 
ress made in the educational activities 
of the various individual life insurance 
companies in the induction, qualifying 
and training of their field underwriters, 
saying that this tends to raise the 
quality and educational ability of those 
entering the life insurance business 
and makes them worthy candidates to 
carry through their study to become 
C.L.U.s. 


Three New Supervisors 


Robert M. Ryker, vice-president and 
agency director of Oklahoma Benefit 
Life, announced a St. Louis the promo- 
tion of three men to district supervisors. 
They are’ F. M. Woodson, formerly 
general agent at Alva, Okla.; Paul John- 
son, formerly agency training supervis- 
Or, ‘and J. A. Blackwell, formerly home 
office representative at Oklahoma City. 














Wilfrid Jones of N.A.L.U. headquarters 
and Irene Polson of Jul Baumann Pacific 
Mutual agency at Houston. 


the National association serving on its. 


Changes in SS 
Recommendations 


Last minute amendments in the writ- 
ten report of the subcommittee on social 
security of the N.A.L.U. committee on 
federal law and legislation were made 
at St. Louis. They all involve changes 
of attitude toward recommendations 
originally made. 

The committee withdrew support of 
the proposal to extend social security to 
railroad employes and to establish a 
commission to determine the ty pe of so- 
cial security protection appropriate to 

S. possessions. These withdrawals 
were made pending further study. 

Support was withdrawn without the 
condition of further study from an origi- 
nal recommendation to extend social 
security to employes of state and local 
governments. 

Changes in recommendations for the 
financing of social security were pref- 
aced by a new paragraph reading: 

“In line with the position of N.A.L.U. 
that social security coverage be ex- 
tended horizontally, but that there be 
no vertical increase in benefits, your 
committee recommends to the full com- 
mittee and to the trustees and to the 
national council the following action.” 

The report then goes on to withdraw 
support from recommendation 14, which 
asked increase in primary benefits to 
50% of the first $75 of average monthly 
wage, plus 15% of the remainder up 
to $275. 

Recommendation 20 is disapproved. 
This was a recommendation to reduce 
from 65 to 60 the age at which women 
may qualify for primary wife’s, widow’s 
or parent's benefits. 

The report expressed “opposition by 
all possible means” to recommendation 
12, which would change the wage base 
from $3,000 to $4,200; 17, which advo- 
cated increasing the maximum benefits; 
18, raising the minimum primary ben- 
efit from $10 to $20; 21, providing for 
lump sum benefits to meet expenses of 
last illness and death, and 22, increasing 
the contribution rate. 





Business Chiefs at 
Patterson Funeral 


officials of the New 
York insurance department and_ ex- 
ecutives of the nation’s leading life 
insurance organizations were among 
the 1,500 persons who attended the 
funeral service for Alexander E. Pat- 
terson, president of Mutual Life. 

The service was conducted at St. 
James Protestant Episcopal Church, 
Madison avenue and 7lst street, by 
the rector, the Rev. Dr. Arthur Lee 
Kinsolving. A color guard from the 


Civic leaders, 


New York chapter of the American 
Red Cross, of which Mr. Patterson 
had been a director, presented the 
colors. 


Mutual Life closed its home office 
and its agency offices throughout the 
United States and Canada in respect 
to his memory, and employes of the 
company were among those who at- 
tended the church service. 

The honorary pallbearers included 
Mr. Patterson’s business and civic as- 
sociates. Among them were Roswell 
Magill, John Sloane, Robert T. Ste- 
vens, Gilbert H. Scribner, Dr. Leo 
Wolman, John W. Davis, S. Sloan 
Colt, trustees of Mutual Life; Louis 
W. Dawson, vice-president and gen- 
eral counsel and a trustee of Mutual 
Life; Julian S. Myrick, second vice- 
president of Mutual Life; Leroy A. 
Lincoln, president of Metropolitan 
Life;’ George L. Harrison, chairman 
of New York Life; Paul F. Clark, 
president of John Hancock; John A. 
Stevenson, president of Penn Mutual; 
Peter M. Fraser, president of Con- 
necticut Mutual; W. J. Graham, vice- 
president of Equitable Society: Shep- 
pard Homans and Harry T. Wright, 
also of Equitable; James M. Royer, 
Kenneth W. Conrey and Frederick A. 
Schnell, general agents of Penn Mu- 


2nd Day 
tual; Clarence Axman, president and 
editor of the “Eastern Underwriter,” 
Harry B. Cadwell, Samuel Heifetz, 


Jacob W. Shoul, Marvin R. Robbins 
and F. I. Neiderer of Mutual Life’s 
agency and supervisory personnel, Se- 
nior officers of Mutual Life were ush- 
ers at the service. 

The New York department was rep- 
resented at the service by Superinten- 
den Dineen and Julius Sackman, chief 
of the life bureau. Holgar J. Johnson, 
president of Institute of Life Insur- 
ance, and officials of Life Insurance 
Assn. of America and National Assn, 
of Life Underwriters were on hand. 

Others who attended included James 
A McLain, president of Guardian Life; 
J. Howard Oden, president of North 
American Reassurance; Louis Lipsky, 
president of Eastern Life; Free- 
man, president of Expressmen’s Mu- 
tual Life; F. W. Hubbell, president 
of Equitable Life of Iowa; Devereaux 
‘C. Josephs, president of New York 
Life; James A. Fulton, president. of 
Home Life; Frank J. Scott, president 
of Bankers Security Life; .: For- 
dyce, president of Manhattan Life, and 
Richard Rhodebeck, president of United 
States Life. 

Burial was private at Rural 
tery, Mifflintown, Pa. 


Ceme- 





The Detroit delegation claims that 
that city is the only one to boast 
L.U.T.C. courses. The enrollment there 
was large. 
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We congratulate the following 








Central Life producers who have 





qualified for attendance at the 











N. A. L. U. Meeting in St. Louis. 
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On Program at Managers and General Agents Session 








Osborne Bethea 


o. re Cummings 


W. Thomas Craig D. P. Cahill 





W. R. Hoefiin 


Dr. S. R. Wallace 








Parties for Orr, Baumann 


Officers and friends of the Pennsyl- 
vania association staged a reception and 
cocktail party Thursday ‘night for Clif- 
ford H. Orr, National Life of Vermont, 
Philadelphia, incoming president of 
N.A.L.U., A silver tea service was pre- 
sented to Mr. Orr by N. H. Weidner, 
Reliance Life, Pittsburgh, president of 
the Pennsylvania association, and a cor- 
sage to Mrs. Orr. L. D. Drury, Sun 
Life, Philadelphia, was in charge of ar- 
rangements. 

Asa V. Call, president of Pacific Mu- 
tual Life, will be host at a reception 
and cocktail party Friday evening hon- 
oring Jul B. Baumann, retiring N.A.L.U. 
president, who is general agent of that 
company at Houston. 





Elwood Chambers Promoted 


Elwood Chambers, unit manager of 
the central Kentucky agency of Com- 
monwealth Life, has been promoted to 
manager of the agency. He joined Com- 
‘monwealth in 1946 as an agent. He 
served overseas in the European and 


African theaters, coming out as a lieu- 
tenant colonel. 





The Charles Jerome Edwards Trophy 
award to Palm Beach County Assn., 
was received by Arthur E. Bounds, Jef- 
ferson Standard Life, immediate past 
president of that association; and the 
Philadelphia award, going to the Ten- 
nessee association, by E. Lee Smith, 
state president, and Harry Watson. 





Bert A. Hedges, manager of business 
men’s assurance at Wichita, passed out 
huge sunflowers with “Kansas” stamped 
on the center. Before the convention 
was over there were men from Hawaii 
to Delaware sporting the badges. One 
wag claimed the emblem almost in- 
spired him to nominate Landon for trus- 
tee from the floor. 





The courage of many a woman in the 
life insurance business was demon- 
strated by Mrs. Henry P. Hurt, Mutual 
Life, Memphis. She is the widow of a 
minister and entered the business in 
her 60s after his death. She has quali- 
fied for the Women’s Quarter Million 


Dollar Round Table in each of the three 
years she has been in the business. 
She attended the dinner of that or- 
ganization at St. Louis with a daughter 
from Muskogee, Okla. 


James A. McLain, president Guardian 
Life, spoke at a luncheon meeting of 
the sales managers bureau, St. Louis 
Chamber of Commerce, Friday, on “Life 
Insurance Merchandising in 1948.” 





Barney Shields, manager of Great 
National at Dallas, was a delegate to 
the Texas Democratic convention which 
met at the same time as N.A.L.U. He 
picked St. Louis. Several men in the 
Texas delegation were sporting Dewey 
buttons, but continued on the best terms 
with Mr. Shields. 


Sidney Payne, Charleston, W. Va, 
general agent of American United Life 
of Indianapolis for the past 10 years, 
died Sept. 16 after a lengthy illness. He 
had a lifetime pass on the Santa Fe as 
a reward from the railroad for having 
shot it out successfully with a pair of 
train robbers when a passenger on a 
train to California in the ’80s. 


Training Program 
Is Described at 
Managers’ Session 


At the managers and general agents 
conference Thursday afternoon the 
management training program evolved 
by the general agents and managers 
committee, which was outlined in the 
first convention daily of THE NATIONAL 
‘UNDERWRITER, was described by C. W. 
‘Campbell, Prudential, Newark. Copies 
of the report were distributed. There 
was a large attendance at that session. 

Dr. S. Rains Wallace, director of re- 
search of L.I.A.M.A., asked for the co- 
operation of managers in using the Life 
Insurance Information Index, prepared 
in cooperation with L.U.T.C., in testing 
agents. He also asked the managers for 
comments on the Index, whether favor- 
able or critical. 

O. Sam Cummings, Kansas City Life, 
Dallas, and Paul Speicher, R. & R. 
Service, Indianapolis, told of plans for 
management training in their cities. In 
Dallas there will be a series of weekly 
seminars running rom Oct. 4 to Feb. 28,. 
on topics concerned with making agency 
operation more efficient. 





The cocktail party preceding the 
Women’s Quarter Million Dollar round 
table dinner on Wednesday night drew 
many of the outstanding figures in the 
business who were present at the con- 
vention. The affair was sponsored by 
California-Western States Life in honor 
of its representative, Elma Easley, Port- 
land, Ore., who is chairman. . Je 
Lacy, company president, was host. 





John G. Blaine, general agent for 
Pan-American at Guatemala City, was on 
hand. Mr. Blaine, who is boss man for 
40 agents down in that country, also 
includes in his annual pilgrimage to the 
states attendance at the world series. 











Manager's Office, Los Angeles 


The Company is expanding its activities on the West Coast, and has 
opened modern offices, and established the following general agencies: 

G. R. WILMOT, General Agent, San Francisco 

STERLING C. HOLSTON, General Agent, Los Angeles 

D. G. HOLSTON, General Agent, Fresno 

R. F. COFFMAN, General Agent, San Diego 

NEWELL & SHOWACY, General Agents, Portland, Oregon 

J. H. BECK, General Agent, Everett, Washington 


We’re—Building in the West 


Let’s Get Acquainted 


We welcome cordial and friendly relationships with those in the 


Insurance Fraternity.... . 


THE BANKERS LIFE INSURANCE COMPANY OF NEBRASKA 
is now in its 62nd year of service to policyholders and agents— 


"A GENERAL AGENCY COMPANY” 





General Office, Portland . 





25 Taylor Street 





M. V. “PAT” LONERGAN, West Coast Manager 


Bankers Life Insurance Company .of Nebraska 


San Francisco 
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CELEBRATING OUR 


20th ANNIVERSARY YEAR 


INSURANCE IN FORCE 


IN ASSETS 


OVER $60,000,000.00 


OVER $8,000,000.00 


A STRONG COMPANY BUILDING A STRONG WEST 


- Ray. H. Pererson 
President 


First South and Main Sts. 


HOME 4 OFFICE 





KENNETH W. CrING 
Supt. of Agencies 


Salt Lake City, Utah 











Be Proud 
of Your 
Association Membership 


It is Proof of Your Integrity 
And Sincerity of Purpose 


Life Insurance as an 
Institution Will Profit From 
Close Relationship 


As a Company We Endorse The 


Principles and Practices of 


The National Underwriters Association 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA 


Since 1901 


A. B. Olson — Vice President 


NEBRASKA 
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| Snowball. Effect i in 1» Making Extras Stick 


(CONTINUED FROM PAGE 10) 





him, This fear is the fear of getting 
worse and maybe become uninsurable 
later on. By accepting the amount ap- 
plied for and the extra, he has every- 
thing to gain and nothing to lose. Either 
he will get better or he will get worse. 
If he gets better his rating can be re- 
duced or even removed. If the gets 
worse he is lucky in having insurance at 
a lower rate than his present health 
calls for. 

“Sometimes you will find a man who 
is interested in high premium insurance. 
The policy is usually an endowment ma- 
turing at ages 45, 50 or 55. I naturally 
will send in an application for the kind 
of insurance the man wants but at the 
same time I will order an optional poli- 
cy with the same premium for a longer 
term and a larger amount. The optional 
policy is usually an endowment at age 
65 or ordinary life. When both policies 
arrive, I sit down with the fellow and 
show him how the ordinary life is like 
an endowment yet in many respects 
it fulfills his needs better. You will find 
that in the majority of cases the man 
will accept the larger policy. 

“Those of you who write educational 
insurance can sometimes find a good 
reason to send for an extra if you will 
only look around a little bit or ask a few 
questions, 


Another in the Oven 


“On one occasion I solicited a man 
who has a wife and a 2-year-old son. 
Not knowing very much‘about him 1] 
suggested) he provide an _ educational 
fund for his son; he to be the insured, 
and his son the beneficiary. The pro- 
ceeds were to be payable under special 
monthly installments. 

“On the designated day I drove up to 
his home to take him to the doctor. His 
wife met me at the door and I saw evi- 
dence that my applicant was soon to be 
a father again. I therefore sent for the 
extra. When the regular and the extra 
policies arrived, the baby was already 
born and the applicant was very happy 
over the whole affair, He asked me to 
fix the second policy like the first and 
thanked me for having such foresight. 

“Another case along the same line, 
which occurred only last month, may 
be of interest to you. A man who has 
a wife and no children bought $20,000 
from me. I wasn't thinking of sending 
for an extra in this case but his father- 
in-law later on volunteered some infor- 
mation which made me order an extra 
$5,000. The father-in-law told me that 
his daughter, the applicant’s wife, told 
him that he was going to be a grand- 
father in about six months. Today this 
client of mine has $20,000 payable to his 
wife and $5,000 payable as an educa- 
tional fund to ‘his unborn child. 


Social Security Hiatus 


“Once in a while you will find a man 

who will use social security as a reason 
for not buying the size of a program 
you recommend. His argument is that 
social security will take care of his wife 
and children. In such a case I will al- 
low the man to apply for part of the pro- 
gram and then I send for the extra. 

“Most men do not know that social 
security benefits are payable to a widow 
with children only until the children 





reach age 18. As each child reaches age 
18 the income is reduced and when aj] 
the childrn have attained the age of 18 
all income stops. The widow doesn’t get 
any more until she reaches age 65, 

“In most cases you will find when the 
youngest child reaches age 18 the widow 
is not yet 65 years of age. In some 
cases the widow may be as young as 45 
and there is a 20 year period that she 
doesn’t get any income. An extra policy 
for an amount sufficient to produce the 
required income for the period needed 
is one which your client can ‘hardly turn 
down. 


Business Insurance 


“In business insurance cases, there is 
real opportunity for extras. When a 
partner is examined for business in- 
surance it is good practice to send for 
more personal insurance. Sometimes |] 
play one partner against another in or- 
der to have my extras accepted. 

“On one occasion I interviewed a 
partnership of three persons. Partner A, 
the senior partner, is the guiding light 
of the business. It was important that 
the senior partner be insured to pro- 
tect the junior partners. Partner A and 
Partner C didn’t show much enthusi- 
asm over my proposal. Partner B, how- 
ever, was interested so I went to work 
on him. He agreed to buy $30,000 on 
the life of Partner A. The senior part- 
ner agreed to be examined. 

“In this case I ordered an extra $70,- 
000 on the life of Partner A; $50,000 of 
this amount was written as personal 
insurance for the senior partner and 
$20,000 was written as business insur- 
ance for Partner C. When the policies 
arrived and when Partner C was told 
what Partner B did, he, Partner C, de- 
cided to accept the $20,000 on the life of 
Partner A. In the meantime Partner A 
seeing what his junior partners did in 
buying the insurance on his life de- 
cided to accept the $50,000 personal in- 
surance. 


Really Gets Going 


“This isn’t the end of my story. A 
few months later Partner D was ad- 
mitted into the partnership. I sold this 
newest partner the idea of carrying 
$20,000 on the life of the senior partner 
and the subscribed to the idea and ap- 
plied for the insurance. Therefore it 
was necessary to get the proposed in- 
sured examined again. This time I sent 
for an additional $30,000 on the life of 
this senior partner in two policies of 
$20,000 and $10,000. The $20,000 policy 
was written as business insurance for 
Partner B and the $10,000 for Partner 
C. Both extras were accepted. This case 
really shows what can be done with ex- 
tras when you really get going. 

“Haven’t you spent hours program- 
ming a man’s insurance only to find the 
prospect buys just a small amount of 
what you recommended? Haven't you 
gone back to your office feeling that 
you were lucky to get what you got 
and let it go at that? 

“In such a case I usually send for the 
extras to fulfill that part of the pro- 
gram which he did not accept. When 
all the policies arrive and if the propo- 
sition is put to him in the right way 
there is a very good chance that if he 








the “meeting of minds” in St. 





Greetings to All N.A.L.U. Members 


We. who have a common purpose with you to serve our fellow men, wish 
you success in your annual convention. May you gain much of benefit from 
Louis. 


WOODMEN OF THE WORLD 


Life Insurance Society 
Omaha, Nebraska 
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Winston Emerick, 
New. England Mu- 
tual, Johnstown, Pa.. 
president Pennsyl- 
vania_ association; 
David Marks, Jr., 
general agent New 
England Mutual. 
New York City, and 
E. J. Schmuck, gen- 
eral counsel Acacia 
Mutual and former 
attorney of N.A.L.U. 











doesn’t accept the whole works, he will 
accept a little more than the applied for. 

| remember one case of mine, when 
alter going over the man’s insurance | 
recommended he take $97,000 more. He 
agreed to apply for $47,000 stating he 
didn’t feel he needed more than that 
amount at that time. Well, you can sus- 
pect what I did. Two policies, one for 
$47,500 and the other for $50,000 were 
issued on this life. After my usual sales 
talk, he pulled out this check book and 
said, ‘Since you made it out, I might as 
well take the whole works.’ 


Extra Ordered on Wife 


“In another case the man already had 
$69,000 when I telephoned him. After 
going Over his program I suggested 
changes in settlement options and the 
addition of $21,000 of insurance as an 
educational fund for his three children. 
Due to the size of his estate, and this 
was before the passage of the 1948 rev- 
enue act, I recommended an additional 
$25,000 to take care of estate taxes. He 
applied for $21,000 and told me he 
wasn’t much concerned over what the 
government was going to do to his es- 
tate. 

“Since his wife has an income of her 
own, I ordered the extra $25,000 with 
his wife as the applicant and owner of 
the policy. She was to pay the prem- 
iums. When both policies arrived, I 
delivered the $21,000 to him and told 
him about my intention to see his wife 
about the $25,000. Contrary to his feel- 
ings about his estate tax, his wife was 
much concerned over it. She accepted 
the policy and paid the premium. 


Estate Tax Angle 


“You who sell insurance for the pur- 
pose of payment of estate taxes have 
opportunities occasionally to send for 
extras. This ‘is particularly so when 
the prospect refuses to disclose to you 
the true value of his estate. On one of 
these occasions I had to give the pros- 
pect three sets of figures because he 
didn’t give me any idea what his true 
estate is worth. One set of figures was 
lor an estate of $250,000, one for $400,- 
000 and the other for $600,000. He chose 
the set of figures for $250,00 and applied 
for a policy to cover the taxes. I thought 
his estate should ‘be in the neighborhood 
of $400,000 so I ordered the extra to 
take care of the additional taxes. Both 
policies were accepted. 

“The 1948 revenue act gives me not 
only more opportunities to sell more in- 
surance because the insured can now 
leave insurance proceeds to his or her 
Spouse without taxation but it gives 
Me opportunities to place extra policies. 


Marital Deduction 


To be more explicit, let me cite an 
example. Suppose after deducting ex- 
Penses, debts and claims, a man’s gross 
taxable estate is $400,000. By taking 
his exemption, his net taxable estate is 
$340,000. Prior to the 1948 revenue act 
the federal estate tax payable is $94,500. 
Today if this man leaves a surviving 
Spouse and has so planned his estate 
that the full amount of the $200,000 
maximum marital deduction can be tak- 
en, the net taxable estate is reduced to 
$140,000 and the federal estate tax is 
reduced to $32,700. Therefore the 
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amount of insurance that should be 
placed on this man’s life is $32,700. 

“However if I were working on this 
man, I would send for an extra policy 
of $61,800 making a total of $94,500. 
This is on the assumption that when this 
insured dies, there will be no marital 
deduction. 

“Marital deduction can only be used 
if the insured’s wife survives him. Now 
it is possible and quite probable in many 
cases for the wife to predecease the in- 
sured and, therefore, there will be no 
marital deductions when he dies. In 
such an event the federal estate tax is 
$94,500 instead of $32,700. This man 
cannot lose by accepting the extra pol- 
icy. He will either predecease his wife 
or he will survive her. If he predeceases 
her, he will be passing her extra good 
property without payment of estate tax. 
If he survives her and then dies, every 
bit of the extra policy and perhaps more 
will be needed to pay his increased es- 
tate tax. 


Extras Fill Need 

“By this time, you probably would like 
to know why I have been successful in 
placing extra policies when others are 
afraid to even send for the extras, let 
alone having the courage to ask a client 
to take them. 

“There are two general rules which 
have guided me in sending for and plac- 
ing these extra policies. 

“First, I send for an extra every time 
I discover a need for it. Most of us do 
not order out extras’ because we are 
not aware that the needs are there. In 
order to keep me aware of the prospect’s 
needs at all times, I once wrote down on 
a piece of paper 12 reasons or occasions 
why I should order out extras. I have 
this piece of paper under the glass of 
my desk all the time to remind me 
when I am completing an application to 
order out the extra. Now after a few 
years of practice, I don’t need to refer 
to the paper any more, for this business 
of sending out extras is a habit with 
me. 

Assume He’ll Take Whole Works 

“Second, when delivering the policies, 
assume that your prospect is going to 
take the whole works. Plan your sales 
talk to include the extras. Paint your 
picture of what the full amount of in- 
surance will do for him, pointing out 
his particular needs. By way of con- 
trast paint another picture of what will 
happen if he takes only the smaller 
amount. If you use this procedure you 
will find that it is harder for the pros- 
pect to,tell you why he shouldn’t take 
the extras than for you to tell him 
why he should take them. 

“Many times a client will agree with 
you that he needs the whole program 
and should accept all the extras but 
he will hedge by telling you this is not 
the right time for the extras and he 
prefers to wait until a better time later 


on. 

“When a prospect gives me this ex- 
cuse, I fire my double barrel shotgun, 
firing both barrels at the same time. If 
it doesn’t get results I return the extras 
and go look for someone else. It goes 
something like this: 

“‘Mr. ‘Prospect, I have been in this 
business for 18 years. During this pe- 

(CONTINUED ON PAGE 46) 
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Investigate . 
These New Money Makers 


THE FAMILY DEFENDER 
THE AMPLE PROTECTOR 


Juvenile Granting Full Death Benefit From Age 6 Months At Issue 


Ageney Openings Now Available 


In Colorado, Texas, Missouri and Kansas 


The AMERICAN HOME 
LIFE INSURANCE COMPANY 


Harrison at Ninth ‘» ‘Topeka, Kansas 


(Mutual—Chartered 1909) j 
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* Another Dream Come True for a Star * 
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This could illustrate that popular song, “My Happiness” 


Our Stars Live in Lovely Homes 


Read what a general agent says about YOUR 
chances of owning a home———— 


"| have just completed the above home at a cost of over $40,000. ! 
have had my office in a town of 1200 and my home is a few miles away 
in a town of less than 10, 
“My general agency contract with the Illinois Bankers Life Assurance 
Company, and the assistance they have given me through the use of 
their sales methods and Fo egy | through the use of their copyrighted 
Miracle Letter for lead-getting has been conducive to my financial 
rosperity. | believe any man with ambition and industry can live in a 
Beautiful home like mine if he joins ‘The Happiest Insurance Family in 
America’, and does his part. The company will certainly more than do 
its part to help him succeed as | have done." 
(Name on request. Such a letter could well be written by you if 
you become a member of our happy family.) 


You, Too, May Reach STARDOM 
in “The Happiest Insurance Family in America" 


Investigate this opportunity to become associated with a group of enthusiastic insurance 

moneymakers and a friendly company that is genuinely agency-minded. Our unique methods 

create leads. {f you are interested in Immediate Income, Renewal Revenue, and ure 

Security, write for our intriguing plan and learn of the general agencies still available. 

if you can meet our requirements, you'll be thanking your lucky stars you acted today. 
dA ac fideantia 
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Hugh D. Hart, Vice-President and Director of Agencies 


illinois Bankers Life Assurance Co. 
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“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 
YOU CATCH MORE FISH IN WELL 
STOCKED WATERS* 
*Capitol Life Agency Managers and 
Field Underwriters angle for bus- 
iness in some of the highest average 
income areas of the country! 


*Exceptional opportunities in California, Oregon, 
Washington, and Idaho. 





Our copyrighted Q-V-S Compen- 


sation Plan is now a granite-strong 
foundation upon which you can 
build an enduring, growing business 


structure. Ask for details. 


THE CAPITOL LIFE 


Insurance Company 


CLARENCE J. DALY, Pres. HAROLD B. WENDELL, Dir. of Agencies 


nome orice DENVER, COLORADO 














How to Build Prestige in Large City 
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In the event you are short, based on 
your actual requirements, not any whims 
or fancies of mine, I will tell you what 
is the best form of insurance for you to 
buy the next time you are in the mar- 
ket.’ 

“In going through that process, I get 
out the record book that I carry of my 
own personal life insurance, and I show 
him on one side the benefits that will 
accrue to my family if I don’t live this 
thing out and on the other side I show 
him the benefits that I will receive if I 
live to retirement age. 


Carries Sample Around 


“In order to demonstrate to him the 
kind of report I bring back, I carry 
around with me a sample. I got the 
idea of this report from Lou Behr of 
Chicago. My report is considerably 
smaller than Lou’s. He came in with a 
prospectus that went all over the top 
of a man’s desk. ‘My entire report is an 
8%4 by 11 inch page. In one column I 
indicate the benefits that the prospect’s 
present insurance can be made to pro- 
duce; in the column adjacent to it I 
put down the solution he asked for. Ob- 
viously, if the left-hand column is lower 
than the right, he needs more insurance. 
I say to this prospective new client after 
he sees this, ‘Would a report of that 
kind be of any interest and value to 
you?’ ” 

Up to this point, Mr. McFarlane has 
said absolutely nothing about the man 
buying any life insurance.. The big ma- 
jority of prospects will say, “Yes, I 
think it would be,” assuming some good 
life agent hasn’t been in a few weeks 
before and done the same thing. If he 
says, “That looks like it would be some- 
thing that would be of interest to me,” 
then Mr. McFarlane gets out his form 
on which he takes down what he feels 
must be provided in his insurance pro- 
gram in order to make it work. He* goes 
over this form very carefully, having 
him outline the amount of income, the 
date when he wants to be prepared to 
retire, and so forth. 

At the bottom of this form, there is 
a question which says, “In the event 
the insurance you already own is not 
adequate to produce the results which 
you feel must be provided, how much 
are you in a position to save now, in 
addition to that which you already are 
paying on your insurance program?” 


Eliminate Man Who Is Broke 


“The reason why I ask that very im- 
portant question,” said Mr. McFarlane, 
“is this: when I first started to make 
up these reports 12 years ago, I found 
that I made a lot of them for fellows 
who turned out to be pretty badly bent 
financially. I find it rather difficult to 
make money on prospects who have no 
money. Therefore, I decided I would 
try to find a way to eliminate this fellow 
who is broke, so I put that question in 
this form. If he comes up with that 
answer and convinces me that he is 
broke, that’s all there is, because I say 
to him, ‘Now, frankly, if it is going to 
take you five years to get on your feet 
after you have bought this house, or 
whatever it may be, by the time we get 
around to making up this report your 
situation in all probability is going to 
change anyway, so why shofild we 
bother to make up this report until you 
are ready to act on it?’ 

“Don’t get me wrong, I am not trying 
to run away from prospects, but I am 
trying to run away from these people 
who take up a lot of an underwriter’s 
time and neither party profits. 

“After I complete this question as to 
how much he can put into new insur- 
ance, that concludes my fact-finding in- 
terview. If he looks like a prospect, I 
keep on calling. If he doesn’t, I call no 
more, because there are at least 10,000 
people in the city of Cleveland with 
whom I would like to do business, so 
why should I fool around talking to 
people who don’t want to talk to me? 

“With this information I go back to 


ee 


my office and prepare the solution. Then 
I call the prospect for a new appoint- 
ment. I try very hard to have that 
interview under as favorable circum. 
stances as is possible. The result is, 
quite frequently I submit these reports 
to a man in the living room of his home 
at night. I am not one who objects to 
going out at night. The only one who 
objects to that idea is Mrs. McFarlane, 
I get the best results when I am sure 
I can get this man’s undivided attention, 

“When I start the second interview, 
the first thing I do is go over this form 
we made out in the first interview which 
outlines the amount of income he wants 
his program to produce. I again empha- 
size the objectives which he set, that 
he felt must be in his program. Then 
I get out my proposal and I go over it 
very, very slowly. I hang on each one 
of these items so he has plenty of time 
to digest each one of them before [ 








Registering at the Jefferson hotel: John 
Witherspoon, vice-president and director 
of agencies of Volunteer State Life, and 
Wendell F. Hanselman, agency vice-presi- 
dent of Union Central Life. 





move on to the next one. Then, when 
I get down to the point of naming the 
price—in other words, when I quote the 
premium, I keep still. I maintain that 
if we are smart enough when we reach 
that point in the interview, this pros- 
pect is going to start to look at the 
proposal we have brought back, and he 
is going to look at that retirement bene- 
fit and it very likely won’t be anywhere 
near the amount he felt he should have 
when he reaches. the age when he wants 
to be prepared to retire. And I think 
if we keep still the thought will run 
through his mind: How am I going to 
get by on $75 a month when I am 65 
years old when I felt I must have at 
least $200? : 

“Then he comes down to the more 
important phases of this program; he 
sees where he needed $200 a month for 
his wife to raise their two children, and 
his present program only provides $125 
a month, I maintain if we keep still that 
fellow will say in his own mind: How 
is my family going to continue to live 
on $125 a month? So, I keep still. I 
have sat in interviews as long as 15 
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minutes without. a word having been 
said after the premium has been quoted. 

“If there is any point in this presen- 
tation where I really keep myself keyed 
up, where I want to be sure I catch 
every word this man says, it is at this 
point in the interview, because I be- 
lieve if he is ever going to tip his hand 
as to just how he feels about the solu- 
tion I have presented, he is going to tip 
it as soon as he comes out with the 
statement he makes after I have quoted 
him the premium.” 

In the majority of cases that Mr. 
McFarlane works on the individual will 
say, “That is grand, and I appreciate 
your working it out for me, but before 
[ can get that kind of money out of 
my budget I have got to go home and 
study it.” 

When they say that Mr. McFarlane 
says, “That’s fine. If we accomplished 
that much I have obtained everything 
I want today; my time has been very 
well spent. How soon will you be able 
to do this checking so you can give me 
an answer?” 


Rarely Sells in Second Interview 


“That ends my _ second interview.” 
Mr. McFarlane said he rarely sells a 
case on the second interview. He closes 
most of his business on the third or 
fourth interviews. 

On the third interview, this man has 
taken the proposal home, he has studied 
it over, and if he grants an appointment 
he is going to talk turkey. Mr. Mc- 
Farlane again reviews his proposal with 
the prospect. If he has been very care- 
ful in keeping this man 100% in accord 
with all the items in this program so 
he doesn’t lose him any place along the 
line, the matter of closing is nothing 
more than the asking of a simple ques- 
tion, such as: “How would you prefer 
to pay this premium?” 

“I have no quarrel with those of you 
who go out and sell the examination 
first.and then after the man has passed 
the examination you come around and 
sell him the insurance,” said Mr. Mc- 
Farlane. “I have tried that a few times. 
I haven’t quite as much hair as I had 
when I started that type of interview. 
That system doesn’t work for me. 
Therefore, I have tried to use a very 
low pressure method, playing the game 
of being very attentive to what the 
prospect has to say. I definitely hold 
back my conversation in the closing 
phases of my interview so that I force 
this man to talk. If I keep quiet, I 
force him to talk and quite frequently 
he will say: ‘What do we do to get 
this plan underway?’ 


Gets as Close as Possible 


“This is the way I close business. 
Once I get the fellow agreed to buy, I 
know no trick or unusual way of getting 
him to the doctor. I usually have him 
come to my office after he has finished 
with the examination, and then we go 
to lunch together. I try to get as close 
to these fellows as I possibly can. 

“When the policy comes back I get 
all the beneficiary settlement provisions, 
and then I take to this new client a 
policy record book. I maintain that 
these policy record books are the best 
medium for tying that man up to you 
as his underwriter, of anything we can 
possibly bring to him. I want these 
boys tied to me in no uncertain terms. 
I don’t want anyone in Cleveland steal- 
ing my business. I maintain that if we 
do a good job, and it is in such form 
that our client can readily understand 
just what his program is going to do, 
we are well on our way to being known 
as the best life underwriter in our com- 
munity. 


Finds Record Books Valuable 


“Incidentally, these policy record 
books have proven to be extremely val- 
uable to me. Quite frankly, the clients 
will, of their own accord, say ‘I know 
of several fellows who I think would 
like to have the same sort of thing done 
tor them,’ One night, one of the execu- 
tives of the Thompson Products Co. 
gave me a list of 28 men. He told me 
not to call on them on the same day. 
He said, however, it’s all right for me 
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to mention his name. That has devel- - 


oped for me a long chain of prospects 
and new clients. 

“That completes my program for the 
making of a satisfied client. 

“There is one more phase of my busi- 
ness, in which I take a tremendous 
amount of interest, that I would like to 
briefly touch on, and that is the subject 
of prestige-building. I have long been 
of the opinion that any one in our busi- 
ness who aspires to greater production 
heights than that achieved by ‘Joe 
Average’ in the life insurance business 
has got to give a great deal of consid- 
eration as to how he can improve his 
reputation in the community in which he 
resides. 

“I have used down through the years, 
five ways to build up the name of Mc- 
Farlane in the city of Cleveland. I 
know that sounds a little egotistical. 
But there is no reason why I should 
hold back, if I do it in a dignified man- 
ner. Your large corporations do the 
same thing, and so why should I hide 
my light under a bushel. What I am 
doing in my five plans to improve my 
reputation in my community is this: 

“The first one is what I call the well 
satisfied client influence. I am trying 
to do the best possible job for these 
clients of mine so that they are at all 
times well satisfied with the type of 
work I am doing for them. I am hoping 
that when these clients get in a bridge 
game, or a golf game, or what have you, 
and the subject of life insurance comes 
up, I am very hopeful that they are 
going to say something complimentary 
about me and urge their friends to see 
me before they conclude any purchase 
of new insurance they are contemplating. 


Gets Prestige from C.L.U. 


“Secondly, when I set out to obtain 
my C.L.U. degree, I hoped it would 
build some prestige for me. When I 
received my degree in 1938 I got some 
newspaper publicity in all the Cleve- 
land newspapers, which really startled 
me. I received letters from 75 or 80 peo- 
ple outside the insurance business that I 
didn’t realize were paying the slightest 
bit of attention to me. They compli- 
mented me on getting that designation, 
and the resultant good it would do for 
my clients. 

“My third plan was to take an active 
part in the underwriters association in 
Cleveland. When I was president I 
got a wonderful lot of newspaper pub- 
licity. 

“The fourth thing I have been doing 
is something with which my general 
agent helped me. This idea came from 
‘Oz’ Bethea of the Penn Mutual in New 
York City. He told me that one of 
his men was asked by the Penn Mutual 
to go out and talk to a number of the 
company’s agencies. While he was gone, 
‘Oz’ wrote a letter to all of this fellow’s 
policyholders complimenting them on 
selecting a man who was so highly 
thought of by the company that he was 
asked to go out and talk to a number 
of the company’s agencies. 


Reproduces Clippings 


“That gave me an idea. I got out 
some of the clippings that have appeared 
with regard to me in the life insurance 
business. I mounted them, pasting in 
the center my picture that appeared in 
the Cleveland newspapers when I was 
elected president of the Life Underwrit- 
ers Association. All around the picture 
were statements pertaining to talks, such 
as the one I made at the National asso- 
ciation, and talks I have made to a num- 
ber of life underwriters associations 
around the country. We merely have 
the headlines of these activities on the 
sheet. After we had this reproduced, 
my general agent wrote a letter to all 
of my clients and good prospects tell- 
ing them that this was a copy of a page 
from our agency bulletin, that he 
thought they might like to see. Obvi- 
ously, I couldn’t send that out, but my 
general agent could. For months after 
this was out, I would meet people on 
the streets of Cleveland and they would 
say to me, ‘Frank, I certainly have 

(CONTINUED ON PAGE 49) 
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OPPORTUNITY KNOCKS 
with both hands 


There is an unusual opportunity in The. Victory 
Life for the man who wishes to make a career of 


Life Underwriting. 


The Victory Life, a fast-growing progressive, 
agency-minded company, has attractive open- 
ings in the most prosperous states in the U.S.A. 


TEXAS, KANSAS, NEBRASKA, 
MISSOURI 


Write our Agency Department today. We offer 
—liberal commissions—Home Office coopera- 
tion—recruiting, training and sales aids—com- 
plete line of low cost par and non-par policies, 
including Preferred Risk and Juvenile insurance 
with full coverage at age |. 
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40 YEARS 
of dependable policyowners service — 


In October we celebrate our Fortieth 
Anniversary. THERE ARE MANY 
REASONS WHY WE ARE GROW- 
ING. Most important among these 
are wholehearted cooperation with our 
field organization, unexcelled service 
to policyowners, and the constant de- 
sire to give them the best protection 
available in the fields of Life, Accident, 
Health and Hospitalization insurance. 





We have splendid openings for agen- 
cies in Wisconsin, Michigan, Illinois, 
Indiana and Minnesota. 
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What Do You Sell? 


Accident and health insurance and life in- 
surance are natural teammates. Either one 
alone fails to serve as complete family pro- 
tection, and the insured is left to gamble 
with his economic obligations to his de- 

endents. If you do not have accident and 
health and hospital lines in your sales kit, we 
invite you to write to this company for 
details of our coverage. 


WASHINGTON NATIONAL 


INSURANCE COMPANY 
CHICAGO 
Executive Offices: Evanston, Illinois 


G. R. Kendall, President 
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riod I have interviewed thousands of 
persons just like you. These people, I 
have divided into two classes. 

“Tn one class were those people who 
wished to wait. They felt it was not 
the right time to buy. In 18 years let us 
see what has happened to them. Some 
of them are not here any more. Their 
widows have wished they hadn’t waited 
until the right time to buy. Some of 
them are now sick. Even if they wish to 
buy now I can’t give it to them at any 
price. Some of them are five, 10, 15, 18 
vears older and they complain about the 
higher price now. The rest of them are 
still waiting, waiting for the right time 
to buy. 


Willing to Gamble 


““On the other hand, the people in 
the other class were those who were will- 
ing to take a chance, realizing that lite 
is a gamble. These people were willing 
to take the whole program of insurance 
with the assurance that should future 
conditions change, their program can 
also be changed. During the 18 years 
I have been in business let us see what 
has happened to some of them. Some of 
them are not here now. But what a dif- 
ference. Their widows continue to live 
as before and are grateful their husbands 
didn’t wait for the right time to buy. 
Some are sick but these are also grate- 





ful; grateful because due to the waiver 
of premium disability in their policies 
they don’t have to pay us any more 
money and they still have their insur- 
ance. Some had to drop their insurance. 
Thse people are also happy because they 
received a paidup equity of their insyr- 
ance. It was better to start a program 
and alter it later on than not to have 
started any program at all. The rest 
of the people are still keeping up their 
insurance and are happy because they 
are building up large cash reserves for 
themselves. 

“*Now, ‘Mr. Prospect, there is no bet- 
ter time to start this program than the 
present. Won't you write me a check 
for the premium?’ 

“T have cited all these cases and ex- 
amples to show you how you can in- 
crease your production from 25 to 50% 
by placing extra policies on the people 
you ‘have sold. 

“You can ‘be one of three types of 
insurance men. You can be like the 
brick-layer earning $10 a day by being in 
the business solely to earn commissions, 
You can be like the man who looks 
upon his job as laying bricks by being 
in the business solely to sell policies, 
You can ‘be like the man who is help- 
ing to build a cathedral by being in the 
business to help build financial security 
for your clients. Which of these are 
you?” 
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(CONTINUED FROM PAGE 14) 





totaling $20,000 or more. who feel they 


have no need for an agent. Will the 
career agent service it free? Can he 
trade the thanks he will get for the 


necessities of life for his own family? 
These were questions that Mr. Baumann 


posed. He suggested that A. L. C. and 
L. I. A. name representatives to confer 
with L. I. A. M. A. and N. A. L. U. 


on mass coverage problems and _ his 
suggestion was fulfilled at a later date. 


Zimmerman Balance 


C. J. Zimmerman, associate managing 
director of L. I. A. M. A., commented a 
few days later that “There can be no 
question that the various forms of mass 
coverage, including group insurance, sal- 
ary savings and pension plans were de- 
veloped in answer to a social demand 
and need for these coverages. It would 
be naive to close our eyes to the fact 
that individual underwriters have played 
the major part in selling such cover- 
ages to the public, thus giving vital im- 
petus to the growth of these forms of 
coverage.” He went on to say that 
these coverages should and must be 
furnished by the life companies, but he 
said interested organizations should de- 
termine the proper limits within which 
these coverages should be written and 
the proper method by which they should 
be sold. He sounded the call for a 
meeting of home office and field to estab- 


lish facts and principles to deal with 
mass coverage sales. 
Facets of the N. A. L. U. opposition 


were voiced at the commissioners’ meet- 
ing in Miami in December, 1947, by Mr. 


Rutherford. He damned the cor- 
respondent bank cases and suggested 
that the anti-trust law might be in- 


voked here on the theory that this was 
a device on the part of the big banks 
to knot firmly its connections with cor- 
respondent institutions. He mentioned 
several banks having such arrangements 
and several auto dealer plans which he 
contended are difficult of administration 
and not in the interest of the insurance 
companies or the public. He mentioned 
trade association cases which violate the 
employer-employe relationship and said 
that, though such plans may be made to 
work, if they collapse, the failure will 
damage the reputation of the business 
and the agents. Mr. Rutherford referred 
to the fact that agents and companies 


were conferring on the problem in an 
official way and indicated that he was 
not worried about such reverberations in 
the light of the anti-trust laws. 

While the N. A. L. U. spokesmen 
were “carrying the ball” in their cam- 
paign to limit group writings, not much 
was being heard from the companies side 
except from Leroy A. Lincoln, presi- 
dent of the Metropolitan, and Edmund 
B. Whittaker, vice-president of Pruden- 
tial. Mr. Lincoln, in a letter to Mr. 
Baumann, endorsed the position of 
N. A. L. U. with respect to limitation 
of group insurance to the employer-em- 
ploye relationship. He wrote: 
Lincoln Agrees With N. A. L. U. 

“I do want to say to you that we in 
the Metropolitan share your feelings that 
so-called ‘mass selling’ has gotten away 
out of bounds and we should look with 
favor on an approach to the original 
concept of employer-employe, plus such 
of the other phases of the group life 
definition as may be determined to be 
sound group underwriting.” 

In November, 1947, Mr. Whittaker 
served notice that he was to be the 
most outspoken of company group men. 
The head of Prudential’s group activi- 
ties, Mr. Whittaker, in a speech before 
agents of that company in November, 
1947, declared that the various new 
forms of group insurance which Pru- 
dential has undertaken not only added 
materially to its:group business, but pro- 
vided a real social service. Mr. Whit- 
taker said that such plans help stave 
off cash sickness benefit plans of the 
Rhode Island type which would freeze 
out group-writing companies in the acci- 
dent and sickness field. He pointed out 
that under the laws of some states it 
is permissible to issue policies to the 
trustees of a fund for one or more em- 
ployers in the same industry or to a 
trade or business association to cover 
both union members and white collar 
members under the same policy. Where 
there is no trade or business assocta- 
tion, or where the laws do not permit 
issuance of a policy to the trustees of a 
fund, it is possible to write a policy 
directly on the union, covering only 
those employes for whom employers 
are paying money for group insurance 
into a trust fund. He commented that 
under the Taft-Hartley act this is still 
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Gesibte, as the policy may be written 
for the union and then assigned to a 
trust fund including employer members. 
Where collective bargaining for bene- 
fits eXist it is generally industry-wide 
in a locality, so that it is essential that 
some method be found of covering the 
smal! employers. Prudential regards this 
as very natural, he indicated, because 
if group insurance is desirable in the 
case of an employe who works for a 
jarge firm, it is just as desirable from 
a social standpoint in the case of an 
employe who works for a small firm. 
The question is how the insurer can 
manage to cover these employes of small 
firms, because if it doesn’t, the whole 
business is likely to be self-insured. 
Mr. Whittaker acknowledged there 
have been some criticisms of the pro- 
visions in the laws of many states per- 
mitting contract relationship groups 
covering the employ es of subsidiary or 
affliated corporations of a corporation 
policyholder. He said the most pertinent 
Ecmple of such a group is the group in- 
surance on Prudential agents who are 
technically not empoyes. If the group 
definition were limited to a strict in- 
terpretation of employer-employe rela- 
tions hip, they would be unable to have 
group insurance. 

In connection with association groups, 








The Company with the 
Fieldman’s Viewpoint 





Both the president 
and director of | 
agencies of this pro- 
gressive Southern | 
company were for- 
merly fieldmen for 


many years and both 
were million dollar 
personal producers. 
Our representatives 
profit by their first 
hand knowledge of 
the fieldman's prob- 
lems. 


| surance in the United States. 
| is expected to 


Mr. Whittaker indicated that Prudential 
had so far that year written group 
policies on auomobile associations of 
six states under the association or trus- 
teeship sections of the law on a non- 
contributory basis with the individual 
dealer paying the entire cost of maxi- 
mum coverage on each life of $5,000. 
He commented, “While I don’t have 
all the figures, I would say that we 
are. taking adequate care of the. em- 
ployes of the small dealers who could 
not otherwise obtain group insurance.” 

He indicated that these association 
groups must comply with sound under- 
writing standards with a_ reasonably 
large number of wives to avoid adverse 
medical selection. He said there must 
be a strong association with frequent 
contacts with its members which can 
get the money from the individual deal- 
ers so that the premium can be paid in 
one sum to Prudential. 

“All the association groups provide for 
reduction or termination of insurance 
at retirement, so as to prevent the cost 
from increasing beyond reason. He said 
that Prudential does not write groups 
ot professional men only, without their 
employes, because it is obviously not 
sound underwriting. 


Whittaker, Hobbs 


Mr. Whittaker later clarified his credo 


| that the group-writing companies know 


what they are doing and will not em- 
bark upon any scheme which is un- 
sound from an underwriting standpoint 
at a memorable meeting before the 


the market who are capable of buying 
insurance on an individual basis, invad- 
ing the field of the career underwriter. 
The young agent finds his contem- 
poraries equipped with an NSLI, plus 
group, plus term, which makes it too 
hard for him to get started. The public 
interest demands that the agency system 
be continuously replenished by good 
young men, he said. The public should 


not have to depend on term rather 
than permanent, individual life insur- 
ance. 


Says Agents Without Facts 


Mr. Whittaker in turn indicated that 
most agents do not have the full facts 
regarding recent developments in the 
group field and their feelings have there- 
by been exaggerated over what they con- 
sider unwarranted invasion of the field. 
He indicated that in most of the Pru- 
dential’s group cases during 1947, there 
were more than 50, but less than 200, 
employes covered, the type of cases 
that the average agent runs across all 
the time. His agents are now writing 
for each case an average of 3.7 cover- 
ages with an initial premium of $44.39 
per life. The average number of em- 
ployes covered is 84 and the average 
first year commission is $747.55. This, 
he said, is about the average commis- 
sion on $50,000 of ordinary life. He 
added that in developing group cases 
and leaving the details of closing to the 
group field force is at least as easy a 
way of making a dollar for the Pruden- 
tial agent as writing $50,000 of ordinary. 








Representatives of 
Franklin Life at 
convention: Jack 
Wiseman, general 
agent at St. Louis; 
F. J. O’Brien, vice- 
president and direc- 
tor of sales promo- 
tion; Charles Beck- 
er, Jr., assistant to 
the president; and 
J. V. Whaley, vice- 
president and direc- 
tor of agencies. 





managers’ conference of the New York 
Assn. of Life Underwriters at Saratoga 
Springs last March. Here two men 


| from two sides of the fence spoke with 
| clear-headedness and without rancor. It 


was plain to see that the two points 
were not irreconcilable. 


of view 
Mr. Hobbs, fittingly, was the. other 
member of the duo. He summed up 


the N. A. L. U. position and added 
a few new observations. He said the 
advantage of permanent over group in- 
surance is a basic concept of life in- 
The agent 
program the insured’s 
holdings, select the business, and main- 
tain policies against lapse. Group in- 
surance on associations and similar or- 
ganizations endangers the agency 
system because it limits the agent’s 
market, makes it difficult to recruit new 
agents and emphasizes term insurance, 
Mr. Hobbs declared. There is little 
effort to convert when insured’s employ- 
ment ends. The conversion rate is low, 
less than 2%. Mortality on those that 
do convert runs as high as 300% and 


| becomes a charge on the master con- 


| tract. 





e 


Certificate holders get little or 


no advice from such’ associations on 


| uses of the policy. 


THE VOLUNTEER STATE 


(FE INSURANCE COMPANY 
Home dishins! Ghliaciies I, Tenn. 


| 
| 
} 











XUM 


Agents have trained the public and 
| have been educating people for years 
on the merit of full net level premium 
insurance, optional modes of settlement, 
wills, taxes, N'SLI, social security, part- 
nership and _ corporation problems, 
premium loans, beneficiary clauses and 
restoration privileges. 

Mr. Hobbs said in connection with 
service insurance in the last two wars, 
where there were no agents to advise, 
veterans let the coverage laps. In writ- 
ing various association groups, insur- 
ance companies are taking men out of 


Mr. Whittaker indicated that the 
group companies are not selling just life, 
insurance, but are selling welfare pro- 
grams of which life coverage is only 
a part. The companies would look silly 
if, because of restrictive practices, they 
were unable to offer life with the other 
coverages. If the companies cannot 
sell welfare programs, through private 
industry, it is almost certain that the 
federal government will, he said. The 
first inclination of the trustees in every 
fund is to self-insure and it is poor 
statesmanship on the part of the in- 
surance industry to make it difficult or 
impossible for them to buy private in- 
surance and thus drive them into self- 
insurance, he said. 

Mr. Whittaker indicated that if com- 
panies do not permit trusteeship plans 
to cover all in the bargainine union, 
every open shop case is going to be 
driven into self-insurance, because it is 
impossible to cover non-union members 
under a union policy. 

In connection with the disputed sec- 
tron 4, and the group definition, Mr. 
Whittaker said it seems essential in 
considering any group definition to per- 
mit trusteeships set up by employers to 
cover their employes whether or not 
they are directly effected by collective 
bargaining. In connection with the 
other type of trusteeship covering as- 
sociations, Mr. Whittaker remarked that 
many agents do not have clearly in mind 
the point of section 4 that these policies 
may be issued only where the entire 
premium is paid by the employer. It is 
desirable from the social angle to pro- 
vide group insurance for employes of 
small employers and the only question 
is, how can it be done with sound under- 
writing, he said. In the case of trus- 

(CONTINUED ON PAGE 50) 
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Dechert Cites Challenge, Responsibility 


(CONTINUED FROM PAGE 8) 





equally interested. But the labor of 
learning is upon the student. For what 
he learns and masters he must work 
and work. When he succeeds, he has 
a satisfaction which is one of those 
quiet things that makes the world 
move. 


Unity Is Characteristic 


Mr. Dechert also proclaimed unity 
as a characteristic of the American 
College—“a unity of the vision and 
the challenge which led to its found- 
ing, with its great measure of respon- 
sibility for the future of life insurance 
and of the position of the life under- 
writer in the world of tomorrow. I 
might dwell on the idea of unity as 
underlying the American College in 
other respects as well: the unity of 
management and field forces in carry- 
ing forward its high aims; the unity 
of the efforts of a great national busi- 
ness in seeking to improve the educa- 
tional levels of its constituents and of 
the efforts of the colleges and univer- 
sities of the United States in cooperat- 
ing toward that end; the national unity 
promoted by a common striving toward 


knowledge, character, experience.” 

He also gave high praise to the 
American Society. He said it has be- 
come the corporate expression of those 
who have already attained the coveted 
C.L.U. designation, but who wish to 
meet the challenge and accept the re- 
sponsibility resulting therefrom. 

Mr. Dechert said the C.L.U. must 
not lie back on his oars with the idea 
that he can now be a passenger for the 
rest of his voyage. He must keep 
abreast of the changing laws relating 
to life insurance and of all changes in 
practices. He must learn to distinguish 
the interests of the millions of people 
of modest means in the integrity of life 
insurance from a temporary large gain 
by a wealthy man in using life insurance 
in a way which is at the moment tech- 
nically legal but which is fundamentally 
unsound (as for instance, urging a 
wealthy man to borrow money from a 
bank for the purpose of carrying a 
large single premium life insurance 
policy when that course made it pos- 
sible for one to deduct the bank inter- 
est from one’s taxable income without 
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being liable for tax on the increment 
within the life insurance policy). 

Taking up the broader aspects of his 
topic, Mr. Dechert said the challenge 
and the responsibility which come to 
the individual underwriter stem in no 
small measure from the position of the 
life insurance business itself. The con- 
fidence and trust placed in that busi- 
ness by the American public present 
at once the greatest challenge and 
heaviest measure of responsibility for 
the men and women who in all ca- 
pacities are connected with life insur- 
ance in any of its aspects. 

The vital position of life insurance 
in maintaining the structure of the 
American economy is acknowledged 
by Congress in its recognition of the 
necessity that the annual increment 
in the cash value of a life policy shall 
not be treated as taxable income to 
the policyholder unless he actually 
withdraws it. 


Must Maintain Integrity 


“If the increasing cash value of a 
policy issued under the level premium 
system were nothing more than a sav- 
ings account, the annual increment 
would of course be subject to federal 
income tax, like the interest on savings 
accounts. However, if this principle 
were applied to life insurance, confusion 
and possibly disastrous results would 
follow. Wise legislators have recog- 
nized that the growing reserves are 
merely an incident of the level pre- 
mium system. The integrity of our vol- 
untary social security system, provided 
by American life insurance, must not 
be destroyed by treating the annual 
growth of the reserves as something 
which can, for tax purposes, be segre- 
gated from the rest of the contract. 

“The wise acquiescence of Congress 
in this point of view has made it pos- 
sible for millions of wage earners to 
utilize life insurance for the purpose 
of building up a reserve against their 
own old age, or against the later need 
of their families, in a way which in 
these days of high income taxation 
seems no longer to be generally pos- 
sible otherwise. In most other forms 
of saving today the annual accumula- 
tion on savings of previous years is 
taxed on top of all one’s other income. 
When the tax part of this current in- 
come on savings is carved out, the re- 
mainder is often all too small to encour- 
age continued attempts at self-reliance 
in the matter of security. But this is 
not so with respect to life insurance, 
as I have indicated. 

“A heavy responsibility is placed up- 
on the business of life insurance by 
these facts. This responsibility makes 
it all the more vital that the men and 
women engaged in the life insurance 
business shall use their utmost efforts 
to see to it that life insurance is not 
misused by being made the vehicle for 
tricky tax-dodging schemes. The 
growth principle to which I referred 
is of far too great importance to many 
millions of Americans in modest cir- 
cumstances to allow its continued ac- 
ceptance to be jeopardized by trick- 
sters.” 


Legislative Treatment 


Unfortunately, the legislative treat- 
ment of life insurance in certain other 
respects has not been as favorable in 
recent years, Mr. Dechert said. The 
people of the United States have never 
enjoyed, for life insurance premiums, 
the benefit of a specific deduction from 
taxable income, as has been the case 
in certain other countries. Arguments 
in favor of the adoption of such policy 
in the United States have made little 
apparent headway with Congress, al- 
though in these days of rising living 
costs and high income taxes the ability 
of the American public to continue to 
carry their own voluntary security sys- 
tem through life insurance premiums 
may be affected if some such recogni- 
tion is not given under the federal, in- 
come tax laws. “Surely, most Ameri- 
cans. today .applaud the compulsory 


-social*security “system, but at the same 


time the American practice of self-re. 
liance and individual independence must 
be supported by making it possible for 
a man or woman to exercise his or her 
own initiative, in addition to accepting 
that which will come in any event under 
the compulsory system.” 

The abolition in the 1942 revenue 
act of the specific exemption for life 
insurance under the federal estate tax 


law, and the merging of that exemption ‘ 


into the general exemption, was clearly 
a reversal of the trend to encourage 
every one to carry a reasonable amount 
of life insurance upon his own responsj- 
bility. 3 


Taxing of Death Benefits a Blow 


Another blow to the position of life 
insurance under the federal estate tax 
law came from the adoption of the prin- 
ciple that a man’s estate could be taxed 
at his death upon the death benefit of 
insurance policies over which he, for 
years before his death, had enjoyed 
no measure of ownership or control 
whatsoever. 

In recent years the treasury depart- 
ment and some of the courts have fur- 
ther tended to place some life insurance 
policies in an unfavorable position un- 
der the federal estate tax law by mak- 
ing sweeping statements that all pay- 
ment of premiums under life insurance 
policies may be considered as ae¢ts done 
in contemplation of death, merely be- 
cause the payment is made under a 
contract called “life insurance”. 

“If the modern policy of life insur- 
ance were in fact merely a yearly re- 
newable term policy of ‘death insur- 
ance’, with a constantly increasing pre- 
mium rate, there might be some justi- 
fication for this position. The premium 
which I pay for burglary insurance is 
designed solely to protect me against 
the risk of being burglarized, and the 
payment therefore may be said to be 
made ‘in contemplation of burglary’. 
I deny, however, that in all fairness it 
can be said that death is the dominant 
thought of the person who today takes 
out a policy of life insurance issued 
under the level premium plan.” 


Factors Motivating Single Man 


He reviewed the varied motives of 
a young man who buys a life insurance 
policy and who at the time may still be 
unmarried. They include: 

—Setting up a plan for systematic 
saving. 

—Making sure that the plan will have 
more than the force of conscience 
behind it, due to the bills from the 
insurance company, the privileges 
lost if those bills are not paid, and 
the personal interest of an agent in 
seeing to it that the bill is paid. 

—Establishing free cash resources by 
payment of gross annual premiums, 
allowing annual dividend-refunds to 
roll up, subject to withdrawal. 

—Establishing through the reserve of 
the policy an emergenccy asset to be 
called upon in time of need by policy- 
loan-advice or by surrender. 

—Creating visible evidence to support 
later bank loans (if needed) or com- 
munity standing by. showing that the 
insured possesses the foresight and 
independence to provide for ehimself 
and therefore deserves “credit.” 

—Securing by such a policy an option 
on indemnity protection at standard 
rates when such protection may later 
be needed. : 

—Planning for protection against dis- 
ability (under the disability annuity 
feature), and against old age 
(through the endowment features 
and the right to use the valuable 
optional modes of settlement as to 
either endowment proceeds or the 
cash value available in case of sur- 
render of the policy). 

“Obviously it would be foolish to 
assert that protection against the risk 
of death is not to some extent involved 
in almost every purchase of life insur- 
ance. . However, a mere recognition 0} 
the existence of a risk as something 
to consider in the plan for one’s life 
does not mean that the risk itself is 
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, dominant factor. In my judgment, 
the officials and courts who have ad- 
yanced the proposition that the pur- 
chase or assignment of a life insurance 
licy is an act which is essentially 
testamentary in character are wrong. 
“However, in spite of the legislative 
and judicial discouragements which to 
some extent have been put in the way 
of life insurance, it is today the best 
(and in many cases almost the only) 
way in which an individual can build 
up an estate. The challenge and respon- 
sibility which comes to us, as life in- 
surance representatives, from that fact 
js very great.” 
Taking up the S.E.U.A. decision, 
public law 15 and the state laws en- 
acted pursuant to it, he said that these 
rate regulatory laws do not affect life 


insurance except to the indirect extent ' 


that their adoption made less likely an 
extension of the activities of the federal 


government into the entire field of reg- 
ulation of. insurance. However, the fair 
trade practices acts which have been 
adopted in 18 states do affect life in- 
surance as well as other branches of 
‘the insurance business, and some of the 
other state laws which have _ been 
adopted likewise touch the position of 
life insurance at various points. 

“The spreading insurance tree has 
weathered the storm which during these 
last four years has so badly shaken 
the tree to its roots. The new aspects 
of the business resulting from the ulti- 
mate powers of Congress arising from 
the United States Supreme Court de- 
cision, and in the applicability of the 
federal anti-trust statutes to the busi- 
ness, are one more element of the chal- 
lenge which continues to face the life 
insurance business and the men and 
women engaged in it,” Mr. Dechert de- 
clared. 








How to Build Prestige in Big Cities 


(CONTINUED FROM PAGE 45) 





been hearing some nice things about 
you.’ I knew exactly where they came 
from. 

“My last, and by all means my most 
important prestige building department, 
so to speak, is the taking of an active 
part in civic activities around our com- 
munity. My good wife got me mixed 
up in the first one. She is a Smith 
College girl, and Smith College went 
out, as you know, to raise $7 million. I 
was asked by the Cleveland Smith Club 
to address their organization meeting 
and tell them how to raise the money. 
I don’t know, but some way or another 
that spread around, and I have ad- 
dressed six other groups since then. It 
gets me in front of the kind of people 
I want to know. I don’t, of course, in 
any manner benefit from this except it 
builds up the name of Frank McFarlane 
very favorably in my community.” 

The second thing to which Mr. Mc- 
Farlane is devoting a large amount of 
time, is the Community Chest. He 
started in 1929 at the bottom of the 
industrial division, calling on six or 
seven companies. Little by little he has 
worked himself up and two years ago 
was made chairman of the industrial di- 
vision. There are 2,200 companies in 
Cleveland, and all of the letters and 
booklets sent during this campaign to 
these companies show the name of 
Frank McFarlane as chairman of the in- 
dustrial division. He said he doesn’t be- 
fieve this is making it harder for him to 
sell life insurance in any of these com- 
panies. 

The last thing he mentioned in con- 
nection with prestige building was work 
on the war loan. Before the war broke 
out in 1941, the National association 


‘undertook the job of selling bonds in 


factories. He was asked to take that 
job in his community. His first inclina- 
tion was: Let’s skip it. He had been 
putting in a lot of time on these out- 
side activities. 

“Then the president of the Cleveland 
association, who was putting this job up 
to me raised this one question,” said Mr. 
McFarlane. “He said, ‘Are you satisfied 
with the way people of this country are 
reacting towards this impending war?’ 
And I said ‘No.’ He said, ‘Well, why 
don’t you do something about it?’ So I 
did. I took the job. Throughout the first 
six war loan drives I alternated with one 
of the other boys in Cleveland as chai1- 
man of the payroll savings division of 
the war finance committee. At the end 
of the sixth drive it came time to select 
anew county chairman, and little did I 
realize that a man in the life insurance 
business would ever be selected to break 
through the crust of this monopoly that 
the bankers had on the top war loan 
job for the first six drives. But much 
to my surprise (more so to me than to 
anybody else) the chairman of the Ohio 
war finance committee come around and 
said, ‘Frank, will you be the general 
chairman (for Greater Cleveland ' war 
finance committee?’ I took the job. 


XUM 


“In the entire year of 1945, I went to 
my office at 8:30 in the morning and 
worked in there until 12 o’clock. Then 
I checked out of my office and went to 
work for Uncle Sam. I worked for 
him from 12 o’clock through until mid- 
night many nights in those war loan 
campaigns. I was chairman for both 
the seventh as well as the victory loan 
campaigns. In that year, I had a pro- 
duction of $1,692,000 working 3% hours 
a day, and I took two months off for 
vacation. 

“Now, this is the point I would like 
to get across to you all. I felt through- 
out the year that I was getting busi- 
ness because of this activity. For ex- 
ample, in the course of one of these 
drives the vice-president of one of our 
very largest companies in Cleveland 
called up and said, ‘Frank, do you know 
anything about pensions?’ 

“T said, ‘I have heard about them. 
What do you want to know?’ 

“He said, ‘Well, we have got a prob- 
lem down here and if you can handle it, 
we want you to take care of it.’ He 
said, ‘The president will call you in a 
little while.’ i 


Thankless Jobs Pay Off 


“Sure enough, the president did call 
me. What they wanted to do was to 
buy a very sizable annuity. After I had 
worked out all the details, I went down 
to get the check (the application was 
signed by the proposed annuitant) and 
when the president of the company 
handed me the check, he said, ‘Frank, 
you have been doing a lot of these 
thankless jobs around this town for the 
betterment of the community. Some- 
times you may have wondered whether 
it pays. Here is a tangible evidence of 
the fact that it does.’ 

“In conclusion, may I merely make 
this one last observation: I believe 
any of you who want to build your 
business on a client-building basis can 
determine the number of clients you 
should have in order to reach your all- 
time high production goal. In my own 
case I have established the fact that 
I will need 500 clients to reach the goal 
I am shooting for. The average good 
buyer buys a new policy every three 
years. I am assuming that my clients 
will buy a new contract from me every 
five years. When I have 500 clients, 
if one out of five buys each year I will 
write a hundred applications on the lives 
of my clients. I am hoping to make 
the second phase of this program work 
in that I want to educate these 500 
clients to think so well of me that 
they will send me the names of at least 
25 people in the course of a year with 
whom I can do business. Thus I will 
be writing 125 applications every year. 
My average production runs something 
in excess of $10,000 per case. There- 
fore, I hope to consistently have a pro- 
duction of around one million and “a 
quarter every year once this thing gets 
to rolling.” 
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Review Situation 
on Mass Covers 


(CONTINUED FROM PAGE 47) 


teeships, the insurance money is being 
paid by the employer, and frees the 
employe from having to set aside money 
for. the other forms of insurance. It 
would seem obvious, he declared, that 
the employe is a better prospect tor the 
sale of individual life insurance than he 
was before after tasting the pleasure of 
obtaining insurance, and has more free 
money with which to purchase it. Then, 
too, tt is a method whereby the unin- 
surable employes of small employers can 
obtain life insurance. 


Group Alone Incomplete 


He concluded, “Group insurance 
could never represent a complete insur- 
ance program. Everyone should have 
individual policies. This particularly ap- 
plies to a young married man with 
children who generally cannot finance 
the amount of insurance he needs un- 
less this ordinary is supplemented with 
group. I would like to see every em- 
ploye carry cover by group equal to 
one year’s salary.” 

_ In May the results were announced 
in a generalized fashion of a question- 
naire sent out to group-writing com- 
panies by the mass coverage committees 
of the N. A. L. U. and L. I. A. M. A. 
which they said indicated that company 
experience with so-called fringe groups 
had not been satisfactory.. Several com- 
panies declined to answer the question- 
naire, some of ther advancing the reason 


that it was prompted by organizations 
which are intent on restricting group 
insurance in possible violation of federal 
anti-trust laws. 

Among the commissioners, the most 
outspoken for tightening of section 4 
of the group definition have been Har- 
rington of Massachusetts and McCor- 
mack of Tennessee. Allyn of Connecti- 
cut, chairman of the N. A. I. C. life 
committee, often has defended features 
of the present N. A. I. C. group 
definition. 

The commissioners show a temper to 
amend somewhat the group life defi- 
nition. Amendment has been postponed 
several times and the latest proposed 
revision by the commissioners was ex- 
coriated by Mr. Rutherford at the last 
meeting of the commissioners in Phila- 
delphia as so general as to represent 
no change from the earlier definition. 
What N. A. L. U. wanted at Phila- 
delphia last June and still wants inserted 
in subdivision 4 of the group life defi- 
nition as expounded by Mr. Rutherford 
follows: 


Rutherford’s Proposals 


A requirement as to percentage of em- 
ployer members of a trade associa- 
tion participating at date of issue. 

Some provision and a tentative re- 
vision of a maximum for “bosses” that 
would not be enough above what the 
ordinary employe gets to cause trade as- 
sociation members to seek the coverage, 
so that they can. get large amounts 
on themselves with their employes be- 
ing merely incidental. 

An insertion ‘in the definition along 
the lines of the New York department 
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ruling that continuance of group insur- 
ance is not contingent upon continuance 
of membership in the association. 

An injection in the report of the N. 
A. C. committee condemning cor-, 
respondent bank cases and explaining 
that such reference is not carried in 
the definition because proper wording 
could not be developed. 

With respect to the proposed require- 
ment that a certain percentage of the 
members of a trade association should 
agree to accept the group plan before 
it could be put into effect, it should be 
provided that employer members who al- 
ready have group coverages for their 
employes should not be considered in 
making this calculation. This require- 
ment dovetails with the often repeated 


insistence of Mr. Rutherford that every , 


effort should be made to prevent lap- 
sation of existing group plans in favor 
of the association type of coverage: 
Limitation of the total amount of 
group insurance which any man can 
carry in any and all groups to $20,000. 
This change has the approval of the 
group committees of A. L.C. and L. I. A. 
Mr. Rutherford holds it essential that 
a real revision of subdivision 4 be made 
at the December meeting, because 45 
legislators will be in session early in 
1949 and each insurance department will 
find it advisable to put its recommenda- 
tions in shape well in advance of Jan. 1. 
In putting over such. consideration to 
the December meeting, the group life 
subcommittee of N. A. I. C. expressed 
“A very real regret at the temporizing 
within the industry toward making any 
material change” and “particularly with 
its failure to present any concrete pro- 
posals for real improvement in the 
definition of standard provisions. In 
view of certain abuses and inequities 
which now exist in this type of insur- 
ance, it is our considered opinion that 
this association can no longer coun- 
tenance a delay in revising both.” 


Sells Dollars for 
Future Delivery 


Selling dollars for future delivery 
has been the basis for .the success at- 
tained by Mary Hostetter, Massachus- 
etts Mutual Life, Indianapolis, she said 
at the women’s session. 

“My general agent says I am over- 
sold on the investment side of insur- 
ance and that I can bring in the largest 
checks for the least insurance credit 
of anyone he has ever known. But this 
seems to be my natural field and I 
am inclined to do what is easiest,” she 
said. 

“My sales this year, from ages 3 
months to 77 years, have all been sales 
of dollars for future delivery: Dollars 
for education when sold for the young 
child; dollars for continued family in- 
come when sold to the housewife, farm- 
er or doctor; dollars for future de- 
livery when sold to young business 
women for future retirement; dollars 
for future delivery when sold to widows, 
retired women or housewives in the 
immediate annuity plan.” 

She sells policies to men, especially 
men influenced by women. Men buy 
educational or income plans for daugh- 
ters or sons or for family protection. 
Large plans in greater amounts were 
sold to a father for daughters ages 15 
and 17, with the idea that he would pay 
at least 10 years. At 25 and 27 they 
will be working or married and can con- 
tinue the plans—or if not, the reduced 
values made an attractive appeal in 
that sale. There was the man at age 
65 who invested in immediate annuities, 
saying, “I think I can do better but if 
I make a mistake it is too late to re- 
cover and I want my sure income from 
insurance companies.” Many widows 
tell her they like their insurance in- 
come best. Sometimes wives object to 
insurance, but widows never do. 

She sells twice as many women as 
men. “Women do control the wealth 
and the spending of income in our 
country, and I am convinced that one 


should never underestimate the power 
of a woman,” she commented. “Women 
have the same economic problems as 
men; 93% work because they have to 
support themselves and many have de- 
pendents. Women like to retire earlier 
and are willing to pay the higher pre- 
miums. I have sold from ages 50-60 
at rate of $198.39 per 1,000.” 

Women like a simple program. “How 
much are you going to have from so- 
cial security or pension?” is a good 
question to ask. Then, “How much 
do you want at retirement?’ And, 
“How much can you save now for 
dollars for future delivery?” Ojiten they 
can only start a small or incomplete 
program. “We must remind them that 
small income is better than none; also 
show them how many dollars it takes 
in any other investment to produce the 
same guaranteed return one gets in 
insurance dollars. Remind them that 
there are only two sources of income; 
either you work or your dollars work 
for you, and all that will be waiting 
when you reach 55 or 60, are the dol- 
lars you save now for future delivery. 
It is income that people want. «What 
would you do if given your next 10 
years’ income in a lump sum? The 
average person wants dollars by the 
week, month or year.” 


Policyholders Are Boosters 


If women are satisfied, they rebuy 
and tell others, and like all satisfied 
policyowners, they are the agent’s best 
boosters. Someone said: “The three 
greatest means of communication are 
telephone, telegraph and tell a woman.” 
A satisfied policyowner had Miss Hos- 
tetter meet a woman age 53. Her hus- 
band had died and she went to work. 
There was an out-of-city real estate 
sale and $11,000 was invested within 
six months in advance premiums for 
dollars for future delivery. A man and 
wife, both policyowners, moved to Cali- 
fornia. As a result of their boosting, 
she has a policyowner she has: never 
seen. Now the couple are back in In- 
dianapolis and through them she sold 
a woman a $1,000 annual premium, 
with seven paid in advance for dollars 
for future delivery. In 1937, she went 
to Europe on the Queen Mary. Before 
starting, one new contact made, be- 
cause of the trip, resulted in an inter- 
view with an attorney who in turn told 
her about an annuity prospect. She 
had a sister in Florida who also made 
investments with me. Contacts made 
on the trip still result in sales. 


Welcomes Orphan Policyholders 


She welcomes orphan policyowners. 
They know the company and _ oiten 
start new plans or other members of 
the family will. A $1,000 matured en- 
dowment service call resulted in $1,800 
new annual premium and an immedi- 
ate annuity. “I do not expect to sell 
all I contact, but I do expect to make 
a friend and often the call comes long 
after the original service.” 

As women get older, they especially 
want income security—peace of mind. 
“Yes, there is still a need for the im- 
mediate annuity. One woman I have 
as a client has invested 12 different 
times. She says, ‘I like those checks 
coming in.’ Who doesn’t? In cases 
like that, we need not worry about 
renewals from immediate annuity sales. 
A mother is buying income for her 
daughter age 45 in an immediate ati- 
nuity plan. She says, ‘If I buy bonds 
she can cash them, I want to be sure 
she has lifelong income.’ In another 
case, the husband and mother are buy- 
ing annuities for the wife and daugh- 
ter, their only heir. At the same time, 
they are taking advantage of gift ex- 
emptions, and taking cash from their 
estates. A widow said to me, in buying 
more annuities, ‘You are so enthusi- 
astic, so reassuring, so convincing.’ She 
was investing $30,000.” 

In many annuity cases, she dates the 
contract on the birth date. Sentiment 
does enter into this business and little 
things are important. A diplomat. re- 
members a woman's birthday and for- 
gets her age. 
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Congra tulations 


To the members of the 
National Association of Life 
U, oe. on this, their 
Fifty-ninth Annual 
Meeting. 


Equitable Lite 
Ot lowa 


Founded 1867 Des Moines 








A turtle with his pe shell ...Is very safe, it’s true 
. And that’s just fine for turtles .. . But it just won't do 
for you ... Now you can have protection... In a new 
and better way ... By getting three whole “shells” in 
one (Life-Accident-Health) ... 

when protected by 


Ywascnuces Pens 


THE HOME OF COMPLETE PROTECTION 
B. M. A. BUILDING e KANSAS CITY, MO. 











Greetings 


TO 


THE NATIONAL ASSOCIATION OF 
LIFE UNDERWRITERS 


Agency Opportunities — Alaska, Arizona, California, 

Colorado, Hawaii, Idaho, Illinois, Indiana, Michigan, 

Missouri, Montana, Nevada, New Mexico, Pennsylvania, 
Ohio, Oregon, Texas and Washington 


Writing life, accident and health, hospitalization 


BENEFICIAL STANDARD LIFE 
INSURANCE COMPANY 


724 SoutTH SPRING ST. 





Los ANGELEs 14, CALIF. 











EXPANDED TERRITORY OF OPERATION 

(Four new states, California, Colorado, Minnesota, Delaware, added in 
past eighteen months) 

AGGRESSIVE DEVELOPMENT OF OLD AND NEW 
TERRITORY 


(fourteen new general agency appointments in two years) 


MODERNIZED BASIS OF AGENT'S COMPENSATION 


COMPLETE INTRODUCTORY AND ADVANCED 
TRAINING PROGRAMS FOR AGENTS 


EFFECTIVE—AND PROVED—SALES AIDS AND SALES 
PLANS 


ENLIGHTENED AND ENTHUSIASTIC HOME OFFICE 
AGENCY COOPERATION 


A half dozen Bankers Life points that mean 
“opportunity” for Bankers Life men. 


Ask any Bankers Life of Nebraska man what HE 
thinks about HIS future, and you'll see whet 
we mean. 


(Banker Life 


INSURANCE COMPANY 
OF NEBRASKA 
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Congedlulalcored 


TO JEFFERSON STANDARD LEADERS 


° 


1948 Million Dollar Round Table Qualifiers 


a Andrews, Greensboro, N. C. (Life Member, 5th Qualifica- J. T. Comer, C.L.U., Gastonia, N. C. (Life Member, 5th Qualifica- 
on cation) 


W. A. Bethune, Charlotte, N. C. (2nd Qualification) J. C. Myrick, Shreveport, La. (Ist Qualification) 


Ralph G. Bosher, Virginia Beach, Va. (Life Member, 3rd Qualifi- Joseph L. Norman, Long Beach, Calif. (Life Member, 3rd Qualifi- 
cation) cation) 


= a Brooks, Charlotte, N. C. (Life Member, 11th Qualifica- ———* Norman, Long Beach, Calif. (Life Member, 3rd Qualifi- 
on, cation 


Newton W. Carr, Jackson, Miss. (2nd Qualification) Ray S. Peters, Denver, Colo. (2nd Qualification) 
Albert Lee Smith, Birmingham, Ala. (Ist Qualification) 


1948 Qualit d Qualifiers 


Davis H. Andrews .......... 0c ccc cece teen center test eer cease Statesvi 
E. Frank Lt Greens! 
L. Andre 
eS Ee are er Greens! 
am H. Radrews Jr. 





ef ca sdss aceenss deeele chews eneeweer Kins 
= T. “Pa North eee =“ N. Cc. 
ustin, Texas 


ayne 
Burleson B. Priest............. csc cece cece ec ee ee seeeeersccceees o in, Tome 


P. Deal ° 
iP. AB. Douglas, C.L.U.... 16... cece eee eee eee eres tenons El Paso, 
J. Duncan Marshall 


Gumey E. Edgerton ; 


George Elliott, C.L.U.... 2.0... 06. ccc cece eet ee ee en eet e ett eeeeness Raleigh, N. 
Robert C, _Flemister. Jr. ham, Al 


Cecil E. Wade. Deeg goss s <idl5 winis a's niece a aw crass 4:4/a ova care eeslesnin Sie enna Paris. 
Montgomery, Ala. 
Charlotte * S 


Sidney Baxter Wilson 
Kenneth C. Wright 


more than $800,000,000 
Insurance in Force! 














JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


ett te — RALPH C. PRICE, President FOUNDED 1907 GREENSBORO, N. C. 
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